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All Things Human Change 


Once a Year 
Life Insurance Should Come 


OUT OF THE CLOSET 


for a Re-fitting 


The mere passage of time usually brings changed per- 
sonal conditions — more children, college, a new house, 
death of a beneficiary — any one of which can outmode 


the provisions of a life insurance contract. 


It is important, therefore, that life insurance programs be 
reviewed each year in the light of such changes in family 


situations, and adapted to new objectives where necessary. 


While our agents are constantly devoting time to per- 
sonal contacts with policyholders, New England Mutual 
has for 35 consecutive years designated certain months 
wherein such service is emphasized. This year, as usual, 
attractive material has been designed to make it easy for 
our Career Underwriters to point out to their policyholders 
what revisions or additions may be necessary to keep their 


life insurance up-to-date. 


New England Mutual 


Lye Insurance Company (Gs of Boston 





George Willard Smith, President Agencies in Principal Cities Coast to Coast 
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Three of our recent advertisements appearing \q 
in “Life,” “Time,” “Saturday Evening Post.” 


NATIONAL LIFE 


Will your family suffer 





HELPING AGENTS SELL 


The objectives of National Life’s historical 
advertising series, which has been running 
continuously in national magazines for 13 
years, have been—1. to make the company 
widely and favorably known—2. to create 
public acceptance for National’s representa- 
tives in the field—3. to build in the public 
mind appreciation of the sturdy character 
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and rugged strength of this 97 year-old 
mutual life insurance company. 

The job of actually selling the public be- 
longs to our career underwriters in the field 
—and that they have done, and are doing, 
their job well is attested to by the all-time 
high record of new production in 1946— 
and the continuing “highs” in 1947, 
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New Hope Given 
for Crosser Act 
Repeal Now 


Gag on Hearings Removed 
Mobilize Insurance 
Forces for Battle 


WASHINGTON — Insurance _repre- 
sentatives fighting for revision of the 
Crosser railroad retirement act were 
cheered last Friday by the decision of 
the House interstate and foreign com- 
merce committee to name a special sub- 
committee and hold hearings on the 
Howell bill, HR 3150, the measure pro- 
posing to eliminate non-occupational 
disability and maternity benefits for rail- 
road employes and ex-employes and 
dependents. 

The subcommittee will be limited to 
this one bill out of half a dozen pro- 
posing to repeal the Crosser act, re- 
vise it Or increase benefits, etc. But it 
is the principal bill with which insur- 
ance interests are concerned. 

“This is a start, anyhow,” remarked 
Russell Matthias, Chicago insurance 
consultant and leader of the fight 
against Crosser act increased benefits. 

To many observers it looks as though 
the revision legislation is being resur- 
rected, virtually. 

Hearings were scheduled to get un- 
der way before the House committee 
Wednesday and continue through Fri- 
day. Then on Monday and Tuesday 
there are scheduled hearings on the 
companion measure, the Hawkes bill, 
before a subcommittee of the senate 
labor and welfare committee. 

The witnesses from the insurance 
ranks are expected to be E. D. Brown, 
independent actuary of Chicago; J. 
Dewey Dorsett, manager of Assn. of 
Casualty & Surety companies and Rob- 
ert L. Hogg, manager American Life 
Convention. 

Numerous written statements are on 
file, also, including those of National 
Assn. of Insurance Agents, Health & 
Accident Underwriters Conference, In- 
surance Economics Society and Amer- 
ican Mutual Alliance. 


Infuriated by Kidney Punch 


Previously, Rep. Crosser of Cleve- 
land, home of the big railroad brother- 
hoods, gave his opponents a parliament- 
ary kidney punch. Four days of hear- 
ings had been scheduled on the Crosser 
act repealer and a great many witnesses 
were on hand for the opening session. 
Rep. Crosser stepped up with a motion 
for lack of consideration and he was 
sustained on this point by a vote of 
12 to 8, which meant that a gag had 
been applied and there could be no hear- 
ings. 

It seems that several committee mem- 
bers favoring the Crosser act repeal 
had not arrived at the committee room 
when Crosser made his motion. They 
had assumed that hearings were going 
to last for four days and that there was 
no necessity for them to be there at the 
Opening gong. 

This trick of Crosser’s is something 
that has not been heard of in Washing- 


_ton for a great many years and it so 


infuriated the enemies of the Crosser 
bill that many of them have been spend- 
ing most of their waking hours since 
in the now successful fight to have the 
(CONTINUED ON PAGE 20) 





XUM 


1,200 Hear Sales Ideas at May Sales 
Mass. Mutual Agents’ Rally Dip 1%; Ordinary 


ATLANTIC CITY — Massachusetts 
Mutual Life this week conducted its 
largest agents’ as- 
sociation conven- 
tion in history here 
at the Traymore 
hotel. More than 
1,200 were on hand 
for the three-day 
meeting and all at- 
tending were mem- 
bers of the com- 
pany’s leaders club 
and the $100,000 
club, other agents 
especially invited 
and general agents. 
There were five 
sessions devoted to 
selling ideas and methods. Presentation 
of 50-year service medal to Chairman 
Bertrand J. Perry; announcement by 
Harry H. Peirce, vice-president and ac- 
tuary, of adoption of the C.S.O. table 
and the new non-forfeiture and reserve 
values; and a number of underwriting 
topics discussed by leading producers, 
were high-lights of the meeting. 

Tracy W. Evans, Cincinnati, presi- 
dent of the agents’ association, had gen- 
eral direction of the program. 

President Alexander T. Maclean of 
Massachusetts Mutual presented the 
service medal to Mr. Perry at the open- 
ing session. That evening, Mr. Perry 
awarded a 60-year medal to Robert Bar- 
ton, assistant secretary, and to R. U. 
Darby, Baltimore, and Edward C. Plat- 
ter of Chicago, for 50 years. He also 
presented 27 service awards to agents 
and home office employes with records 
from 25 to 40 years. Mr. Maclean was 
toastmaster at the banquet. 

Other features were a C.L.U. lunch- 
eon with Roland D. Hinkle, Equitable 
Society, Chicago, president of the Amer- 
ican Society, as speaker, and a home of- 
fice review school alumni dinner. Mrs. 
Maclean and Mrs. Perry had charge of 
entertainment for the ladies. 


SALES METHODS 


“Sales Methods That Click” was the 
topic of the first underwriting session. 
J. Jack Nussbaum, Milwaukee, led the 
panel on selling procedures. William F. 
Hughes, Memphis, contended that sales 
methods cover refreshing the prospect 
list, getting information on new leads, 
securing interviews, presenting ideas in 
the interviews, and giving service be- 
fore and after the sale. Sales are not 
made entirely by what is said in the in- 
terview, he said, but are the culmination 
of many steps taken before talking to 
the prospect. 

Minimum life insurance programming 
is the most valuable for the average 
young father, who is either satisfied that 
his present insurance is adequate, or 
feels that he is not ready for any addi- 
tional premium outlay. When such a 
man is approached, the agent must give 
him certain ideas and impressions that 
will stop the agent from being “just an- 
other life insurance man.” 

Mr. Hughes discussed an actual case 
and approach. The agent asks the pros- 
pect whether his present insurance will 
give his family the maximum benefits. 
Very few young men have a sound pro- 
gram. They buy policies with no par- 
ticular end result in mind. The prospect 
is asked to determine the minimum 
amount he thinks his family could live 
on by itemizing actual living expenses. 
The underwriter then examines his pres- 
ent policies to see whether they cover 
that minimum. The first step is to build 
up a desire for an adequate program. 
The fact that the figures discussed are 
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his, will bring home to him the neces- 
sity of providing for at least minimum 
needs. This method anticipates and 
meets objections and tend to reduce pro- 
crastination dangers, he concluded. 

An underwriter, by rendering good 
service, can lay a sound foundation for 
substantial business in the future, said 
Robert W. Leu of Peoria. The war 
veteran, now the young business man, 
between 25 and 35, with a family, needs 
a proper life insurance program. Here 
the service rendered is to point out that 
social security and N.S.L.I. can form a 
basis, provided they are supplemented 
by proper arrangement of personal in- 
surance. The first step is to help him 
see that the problem is not hopeless. 


Need “a Little Bit More” 


Comer C. Pierce, Jacksonville, said 
most prospects need “a little bit more 
insurance, but to swing them to this 
point of view ,the agent must show re- 
spect for the prospect’s present insur- 
ance. Bringing present insurance up-to- 
date is the service the underwriter ren- 
ders; auditing the program and recom- 
mending needed revisions. His old pro- 
gram may be _ obsofete because of 
changes in his family, financial, or busi- 
ness situation, or tax laws not applicable 
at this time. The agent should study 





Cc. O. Fischer Tracy W. Evans 


the contracts, and explain each change 
in detail. 

The proposer form, used where one 
individual purchases insurance on the 
life of another, can increase sales, Don- 
ald F. Lau, Detroit, explained. 

One of the primary reasons for its use 
is that insurance lost its specific exemp- 
tion, another is that more persons than 
ever before have been thrown into the 
“tax kettle” because of high prices and 
inflationary trends. There is high valu- 
ation of certain assets for tax purposes. 

He related how the proposer method 
may be used to advantage in insurance 
and estate programming. One way is 
the situation in which the wife will in- 
herit a portion of her father’s estate. The 
husband gives her money to buy insur- 
ance on her father’s life. She owns the 
contract. The proceeds are not included 
in his estate; therefore, she receives tax- 
free insurance dollars. 


Arouse Tax Interest 


Richard J. Katz, Rochester, asserted 
the safety of life insurance as privileged 
property is too often taken for granted 
by agents. Treasury decision 5515 has 
added the advantage of tax-free income 
where optional modes of settlement 
have been carefully selected. This rep- 
resents a valuable sales opportunity in 
arousing the interest of prospects in es- 
tate analysis and programming. 

Preferred risk plans including a con- 
vertible term element, he pointed out, 
are ideal for the father of growing chil- 
dren who needs the maximum of protec- 
tion during the time when he can least 
afford a large premium. 

Discussing the market for business in- 
surance, Mr, Katz said there is an ever 

(CONTINUED ON PAGE 23) 


Slump Is 15% 


Total for First Five 
Months Still Shows 
Increase 


NEW YORK—Life insurance sales 
for May totaled $1,829,245,000 a decrease 
of 7% from May, 1946, according to 
L.I.A.M.A. However, L.I.A.M.A. em- 
phasizes that this figure is 44% greater 
than that for May, 1945, and nearly 
twice that for pre-war May, 1941. 

Ordinary sales for May were $1,229,- 


~~ 


757,000, a decrease of 15%; industrial 
was $372,892,000, an increase of 4%; 
group, exclusive of additions to exist- 
ing policies, was $226,596,000, an in- 
crease of 56%. 

For the first five months, the total 
was $8,931,382,000, an increase of 4%; 
ordinary was $6,197,822,000, a drop of 
3%; industrial was $1,792,864,000, an 
increase of 8%; group rose 76% to reach 
$940,696,000. 


“Dire” Prediction 
Is Scouted 


Study of the U.S. Supreme Court’s 
decision last week in United Commer- 
cial Travelers of Ohio vs. E. C. Wolfe 
has convinced insurance lawyers that 
there is little practical danger of the 
dire results predicted in the minority 
opinion. The majority held that South 
Dakota must take cognizance of the six 
months’ limitation for bringing suit un- 
der the fraternal’s policy, even though 
the claim was well within the South 
Dakota statute of limitations provision. 
The minority opinion criticised this as 
reducing South Dakota to a “state of 
vassalage,” pointing out that the society 
had agreed, as a condition of being ad- 
mitted, to abide by South Dakota law. 

The main reason for believing that 
the decision will have little effect except 
on fraternals and only on those as re- 
spects time limits in making claims is 
this passage in the majority decision: 
“The relationship thus established be- 
tween a member and his fraternal ‘bene- 
fit society differs from the ordinary con- 
tractual relationship between a policy- 
holder and a separately owned corpor- 
ate or ‘stock’ insurance company. It dif- 
fers also from that between an insured 
member of the usual business form of 
a mutual insurance company and that 
company.” 


King Elected President 
of St. Louis Council 


ST. LOUIS — William King, gen- 
eral agent Fidelity Mutual, has been 
elected president of the St. Louis Life 
Insurance & Trust Council, succeeding 
Towner Phelan, vice-president St. 
St. Louis Union Trust Co. 

Other new officers are: Vice-president 
William A. Gauvin, Tower Grove Bank 
& Trust Co.; secretary, James C. Greene, 
Lincoln National Life; treasurer, Oliver 
7 Lambur, Mississippi Valley Trust 

oO. 

Members of the executive committee 
are R. C. Poindexter, Northwestern Mu- 
tual Life; R. J. Weidert, Mercantile- 
Commerce Bank & Trust Co, 
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Rule Original NSLI 
Schedule Pays Those 
Over 30 for Life 


In a U. S. Circuit Court of Appeals 
decision last week at Chicago it was 
ruled that a National Service Life ben- 
eficiary drawing benefits under the orig- 
inal provisions for payment to those 
over 30 at maturity is entitled to re- 
ceive benefits for life even after the face 
value of the policy plus interest has been 
paid. The court also ruled that the ben- 
eficiary was entitled to full guarantee of 
face value for 120 months instead of the 
partial guarantee and smaller monthly 
payments she was receiving at age 54 
under the VA schedule. 

This would affect only those benefi- 
ciaries over 30 at maturity who were 
receiving payments prior to 1944 when 
an option to receive guarantee of full 
face value was provided. The judgment 
has the effect of providing these people 
an annuity. These beneficiaries would 
collect the face value of the policies over 
and over again until their death. Judge 
Otto Kerner, who dissented in the two 
to one decision, commented that to con- 
cur in such continued payment beyond 
face value would do violence to the 
spirit if not the letter of the law. It 
would permit the beneficiary to collect 
the face value of the policy every 10 
years. 

The decision is viewed by veterans’ 
administration people as a fluke which 
will be nipped by the Supreme Court to 
which it will undoubtedly be carried. It 
is regarded as a political hot potato as 
is any ruling that applies to veterans. 
This was felt to be a test case designed 
to probe for a loophole. 


Court Boosts Guarantee 


Under the original veterans’ adminis- 
tration table of payments, Mrs. Zazove 
was guaranteed at her age 120 months 
at $29.50 a month, which would amount 
to $3,450 on the policy which had a face 
value of $5,000 plus interest. The court 
ruled instead that, as she contended, 
Mrs. Zazove was entitled a guarantee 
of the full face value, and to install- 
ments of $48.08 for 120 months certain. 

Court reasoning was based upon lit- 
eral interpretation of the subsection of 
the original National Service Life Insur- 
ance law as it applies to beneficiaries 30 
or over. This states that payments will 
be made —“If the beneficiary to whom 
payment is first being made is 30 or 
more years of age at the time of ma- 
turity, in equal monthly installments for 
120 months certain, with such payments 
continuing during the remaining life- 
time of such beneficiary.” 

The defendant, Mrs. Tillie Zazove of 
Chicago, beneficiary of a $5,000 policy 
on Private Adolph A. Schwartz, con- 
tended that according to this paragraph 
in the law, the face value of the policy, 
plus interest at 3%, should be paid to 
her in 10 years, and that if she lived 
beyond that time, she should continue 
to receive the monthly payments, 
amounting to $48.08 for life. 


Hold Intent Clear 


Judges Sherman Minton and Will 
Sparks ruled that the subsection was 
clear, saying that “we agree with the 
construction placed upon the subsection 
by the plaintiff. It seems to us that this 
subsection is plain and unambiguous, 
and means what it says. The face value 
of the insurance, plus interest, is to be 
paid in equal monthly installments over 
a period of 120 months certain. 

“Nothing is said in the statute about 
equalizing the sum over the life ex- 
pectancy of the beneficiary. The regu- 
lation (by the veterans’ administration) 
does that. In other words, the regula- 
tion sets up a formula different from 
that prescribed by Congress. The vet- 
erans’ administration may by regula- 
tion carry out the provisions which 


Congress lays down by statute, but it 
may not alter the provisions prescribed 
by Congress.” 

Thus, according to majority opinion 
of the appellate court, Mrs. Zazove is 
entitled to receive the full face value of 
the policy plus interest of 10 years. If 
she lives 10 years more she will receive 
another $5,000, etc. 

The majority opinion admitted that 
the government may have to pay sev- 
eral times the face value of policies 
under its interpretation of the act, but 
said: “If Congress chose to be gener- 
ous, we know of no rule of law that 
authorized the veterans administration 
to inaugurate an economy program. 
Even if Congress passed the act un- 
wisely, we know of no authority in law 
that authorizes the veterans administra- 
tion, or even the courts, to correct it.” 


No Lifetime Clause Under 30 


In contrast to the subsection dealing 
with beneficiaries over 30 years of age, 
the original National Service Life In- 
surance law regarding those under 30 
reads that payment will be made “If 
the beneficiary to whom payment is first 
being made is under 30 years of age at 
the time of maturity, in 240 equal 
monthly installments.” There is nothing 
here to the effect that such payments 
will continue during the remaining life- 
time of the beneficiary. 

Mrs. Zazove was the 58 year old fos- 
ter mother of a soldier who died in a 
Jap prison camp. The judges were the 
same who had ruled originally that Mrs. 
Zazove was “in loco parentis” of the de- 
ceased under the original restriction that 
the beneficiary had to be in this cat- 
egory. This decision was held unusual 
because the soldier was over 21 years 
old when he died and such cases have 
usually gone against those seeking to 
prove they are in loco parentis. 

Illinois, Indiana and Wisconsin are 
affected by the ruling. 





Hinkle Confers at N. Y. 


NEW YORK—R. D. Hinkle, presi- 
ident of the American Society of 
C.L.U., conferred with the executive 
committee of the New York chapter. 
Mr. Hinkle is the assistant agency 
manager, Reno agency, Equitable So- 
ciety, in Chicago. 

At the informal meeting the rela- 
tionship of the national chapter to its 
New York members was discussed. Ar- 
rangements were made for participation 
in the conference of the National Assn. 
of Life Underwriters at Boston in Sep- 
tember. 


Launch Imig for 
Trustee Campaign 
at Wis. Meeting 


SHEBOYGAN, WIS. — Richard E. 
Imig, New York Life, Sheboygan, 
president of the 
Wisconsin Assn. 
of Life Underwrit- 
ers the past year 
who has long been 
active in both the 
Sheboygan and 
state associations 
as an officer and 
committeeman, will 
seek nomination as 
N. A. L. U. trustee 
at the Boston con- 
vention in Septem- 





ber. He received 
Richard E. Imig the unanimous en- 
dorsement of the 
Wisconsin association at its annual 


meeting here. Endorsement resolutions 
also were presented by the presidents 
of the 12 local associations of the state, 
and of the Wisconsin Quarter Million 
Dollar Round Table, for which ‘he has 
qualified for several years. 

Mr. Imig entered life insurance with 
Aetna Life at Nashville following his 
graduation from Vanderbilt University 
there in 1927. He returned to his home 
here, and in 1929 became agent with 
New York Life. He specializes in profit 
sharing and pension services and estate 
planning, and has frequently been a 
member of the Nylic production clubs 
and the Top Club Council. He has held 
the various offices including president 
of the Sheboygan association. and 
served on many committees of the state 
association. He has been on_ the 
N. A. L. U. membership committee and 
was drafted by the nominating commit- 
tee for tast-minute presentation as a 
trustee candidate last year. His talk. 
“What Is Your Attitude When the 
Company Says ‘No’?” gained wide at- 
tention at the Milwaukee sales congress 
held in connection with the N. A. L. U. 
mid-year meeting in March. 

His campaign for trustee was launched 
by William Pryor, Connecticut Mutual, 
Milwaukee, who served as vice-presi- 
dent of the state association under Mr. 
Imig last year and has now succeeded 
him as president, with his presentation 
of Imig’s record and accomplishments 
at the state meeting here. 





President O. J. Arnold of Northwestern National Life and a few of the company’s 
144 veterans of the recent war at the dedication of the memorial tablet for Northwest- 
ern National servicemen. The tablet is of bronze and is located in the loggia of the 


home office. 


WHITE ALERTS ASSURED 


State Mutual Head 
Fights Low 
Interest Policy 


Believing that governmental insist- 
ence on artificially low interest rates 
is of vital concern to every owner of 
life insurance policies, George Avery 
White, president of State Mutual Life, 
has released a personal letter to every 
one of the 158,000 policyholders call- 
ing to their attention the hardships 
which present interest rates incur. 

“The artificial and arbitrary manipu- 
lation of interest rates by government 
agencies is causing real loss and hard- 
ship to life insurance policyholders and 
constitutes a major problem,” the letter 
states. “The avowed purpose of the 
Treasury Department is to reduce the 
carrying charge on the national debt 
and thereby relieve the tax burden. But 
that is only one side of the picture. 

“The controlled interest rate set by 
the government fixes the pattern of alf 
interest rates. Not only do life insurance 
policyholders receive less from their 
savings; the loss is also felt by all 
thrifty people who have accumulated 
funds. 

“Nor does it stop there. ‘Colleges, 
hospitals, and other endowed institu- 
tions are being forced to make inflation- 
ary increases in their charges and 
therby deprive many deserving people 
of their facilities. Arbitrarily low inter- 
est rates are the equivalent of cutting 
endowments to a fraction of their for- 
mer value. 

“It is open to. serious question 
whether these unprecedentedly low rates 
even accomplish their avowed purpose 
of relieving the tax burden. By remoy- 
ing the incentive to save and to ven- 
ture, business activity stagnates and the 
tax yield diminishes. 

“In my opinion present interest rates 
are ‘penny wise and pound foolish’. As 
a life insurance policyholder you should 
become actively interested in this vital 
matter.” ’ 

Mr. White is forwarding the letter to 
members of Congress, and to the presi- 
dents of colleges and universities, stat- 
ing: “Thrifty people who have made 
sacrifices to accumulate savings are see- 
ing the value of their money substan- 
tially reduced by present governmental 
policy. 

“Whatever you can do to bring this 
vital issue squarely before the American 
people will, in my opinion, be helpful.” 


Slate Hocker and Hohaus 


NEW YORK—Plans have been com- 
pleted for the business program of the 
convention at Swampscott, Mass., Sept. 
15-17 of International. Claim Assn. 

Lon Hocker of Jones, Hocker, Glad- 
ney & Grand, St. Louis, and Reinhard 
A. Hohaus, actuary of Metropolitan 
Life, are among the speakers. Mr. 
Hocker will discuss current problems 
and the trend of decisions in the field of 
disability coverage and Mr. Hohaus 
will analyze the recent developments in 
the field of hospitalization and medical 
insurance. 











Detroit Agency Receives 
38-Pound Premium 





DETROIT — One of the “heaviest” 
premium payments in the history of 
New England Mutual was brought in 
by Walter E. Coogan, manager’’of the 
brokerage department. It weighed al- 
most 38 pounds. Mr. Coogan secured 
the application of a doctor for retire- 
ment income insurance. The doctor 
turned out to be a collector of dimes. 
He paid the initial pro rata premium 
with 92 $5-rolls of dimes. Mr. Coogan 
was grateful that his client didn’t col- 
lect pennies. 
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Nelson & Warren 
Tables Are 
Winning Favor 


More than 1,000 pages of CSO policy 
values and reserves are being published 
by Nelson & Warren, consulting actu- 
aries of St. Louis. These tables are for 
company use in preparing rate books 
and policy forms. They include addi- 
tional plans and values to those in the 
CSO tables published by the joint actu- 
arial committee in preparation for the 
Guertin law deadline. 

Values in these tables include 100% 
extended insurance calculations for all 
the committee plans at 244% and 3% in- 
terest. (These two interest rates are by 
far the most popular.) Policy values are 
being published in rate book form so that 
cash and paid up values are shown along 
with the 100% extended insurance val- 
ues. Cash values are the minimum val- 
ues under the standard law and are 
shown to cents, paid-up insurance is 
taken to the higher dollar, and extended 
insurance to the higher day—this ac- 
cords with the practice of most com- 
panies. 

Data for Many Special Plans 


In addition, this firm’s tables include 
policy values and reserves for many 
special plans of insurance such as en- 
dowment income (both continuous pre- 
mium and 20 pay), modified life, expect- 
ancy term, double protection, life paid- 
up at age ——, endowment at age ——, 
and joint life plans. i 

Many companies are finding the print- 
ing situation still very tight and Nelson 
& Warren’s tables may help solve the 
printing problem. Policy values are ar- 
ranged in typical rate book form by age 
blocks and in many cases can be given 
directly without change to the printer 
for type-setting copy. In some cases 
these tables are being used directly for 
photo-offset copy. 

In the course of preparation of these 
tables, Nelson & Warren have found 
that most medium sized companies will 
use either 244% or 3% policy values 
with 214% considerably more popular. 
Some companies plan to take advantage 
of the interest differential permitted by 
law and will use 3% policy values and 
214% reserves. Relatively few compan- 
ies plan to use 130% extended insurance 
values. 

The majority of midwestern compan- 
ies, which write juvenile insurance, will 
use full benefits at age 1. Some are us- 
ing special graduation for age 6 months 
to age 1, while others grant the full 
benefit at age 6 months which is age 1 
nearest birthday. 


Cartwright to Ala. Bank Post 


R. Nelson Cartwright, Jr., deputy su- 
perintendent of insurance of Alabama, 
has resigned to become executive vice- 
president of Farmers National Bank of 
Opelika, Ala. Mr. Cartwright acted as 
superintendent of insurance from June, 
1945 to February, 1947, and, in addition 
to duties in the bureau of insurance, has 
served concurrently in various other ca- 
pacities in the department of commerce 
—including supervisor of rates, bureau 
of rates, chief deputy fire marshal and 
supervisor, bureau of loans. 


Ask Mail Order A. & H. Probe 


JEFFERSON CITY, MO.—Senator 
Milton Napier, St. Louis, a member of 
the senate insurance committee, has 
asked the legislative research staff to 
investigate the possibility of drawing 
up new laws to curb the operations of 
certain accident and health insurance 
companies selling polices by mail, usu- 
ally as the result of radio broadcasts. 

He asserted that “thousands of our 
citizens are being milked of premiums 
and being gypped in the settlement of 
health and accident policy claims. 

“Such policies are so restricted that 
claims under them are almost impos- 
sible,” he said. 





McConney Honorary Citizen of Dallas 





& 





E. M. McConney, president of Bankers Life of Iowa, was made an honorary citizen 


of Dallas, where he spoke recently, at a ceremony in Des Moines. 


The presentation 


was made before the agency managers of the company, assembled for a three-day 
meeting, by Jack Cantrell, right, Bankers Life manager at Dallas, speaking as the 


emissary of Mayor Woodall Rodgers. 








L.I.A.M.A. Prospecting Book 


Life Insurance Agency Management 
Assn. has published a 56-page booklet 
entitled “Prospects for Success,” dealing 
with the entire prospecting job. The 
booklet points out the necessity of in- 
telligent prospecting by new agents and 
the need for experienced agents to re- 
examine their prospecting habits. 

Prospecting is 50% to 90% of the 
agent’s success, the booklet says, but 


few men devote as much as 20% of 
their time to this part of their job. 


Bill Requires Certificate 


An Alabama measure that would af- 
fect life insurance is a bill introduced in 
the house providing that a life company 
would have to issue a certificate to an 
assured when the amount of premium he 
had paid in his equal to the face of his 
policy. 








“fon the committee.” 





Badges Earned 


When the Penn Mutual Centennial Convention was 
on at Philadelphia the first day’s program included a 
tour of the Home Office by the underwriters, cashiers, 
and wives. They were taken on tour in groups, guided 
by a corps from the clerical staff. One of the visitors 
remarked that it seemed as if everyone he met was a 
member of the committee, he had seen so many badges. 


As a matter of fact, that was just it. Every man Jack 
and every girl Jill in the office wore a committee badge 
because every one was on the committee. And that is one 
reason why the Convention was such a success. The 
entire staff worked on “a committee of the whole.” 


It takes both cooperation and organization to put over 
a big Convention and the job of being the good host can- 
not be done right unless every last person is working 
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THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 
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D. B: Soule Is 
Nominated for 


Me. Commissioner 


PORTLAND, ME.—David B. Soule, 
31-year old Augusta lawyer, is the new 
Maine insurance commissioner. His ap- 
pointment by Gov. Hildreth was con- 
firmed Wednesday by the executive 
council. 

Alfred W. Perkins resigned as Maine 
commissioner to join Union Mutual Life 
with responsibilities especially in the 
group and A departments. 

Mr. Soule graduated at Bowdoin in 
1938 and at Boston University law 
school in 1942. He was admitted to the 
Maine bar five years ago and practiced 
law at Rockland, Me. He served in the 
navy as a lieutenant. In recent months 
he has been adjudicator for veterans ad- 
ministration at Togus, Me. 


Elect Madden Treasurer of 
American Management Assn. 


James L. Madden, second vice-presi- 
dent of Metropolitan, was elected treas- 
urer of American 
Management Assn. 
at the annual meet- 
ing. Ray S. Bass, 
treasurer of A. E. 
Staley Manufactur- 
ing Co., Decatur, 
Ill., was elected in- 
surance vice-presi- 
dent. New directors 
include I. M. Car- 
penter, manager in- 
surance department 








Ebasco Services, 
New York, and 
Marshall B. Dal- J. L. Madden 


ton, president Bos- 

ton Mutual Fire. Mr. Bass succeeds Mr. 
Carpenter as head of the insurance sec- 
tion of the association. 


Switch ‘48 N.A.L.U. Rally 
to St. Louis from Coast 


_The 1948 annual convention of Na- 
tional Assn. of Life Underwriters will 
be held in St. Louis, Sept. 13-17, head- 
quarters hotel being the Jefferson. 

The Million Dollar Round Table has 
canceled its 1948 reservation at Coron- 
ado, Cal., and is seeking a location for 
the 1948 meeting nearer to St. Louis. 

The N. A. L.U. meeting was sched- 

uled for Los Angeles but the demand 
for accommodations in that city is so 
heavy that the hotels could not guar- 
antee, at this time, the number of first 
class rooms the association would need. 
The officers of the Los Angeles associa- 
tion agreed that a convention in that 
city should be postponed until hotel 
conditions became more normal. 
_ When it was found that accommoda- 
tions for the same dates were available 
in St. Louis the board of trustees ac- 
cepted an invitation from the St. Louis 
association to hold the meeting there. 
St. Louis was host to the golden anni- 
versary convention in 1939, 


Miss Ferguson Reelected 


Elizabeth Ferguson, librarian of In- 
stitute of Life Insurance, was reelected 
chairman of the insurance libraries at 
the meeting at Chicago in connection 
with the convention of Special Libraries 
Assn. 

Vice-chairman is Mona Martin, Great- 
West Life, and secretary, Hazel Kirk 
Levins, Mutual Benefit. 

Mrs. Angelica Blomshield, New York 
Life, and Abbie G. Glover, Insurance 
Library of Boston, discussed a compre- 
hensive listing of commercial insurance 
services, prepared by Mrs. Blomshield 
and distributed at the meeting. The 
group voted later to make available to all 
insurance organizations and public li- 
braries who want it their publication, 
Insurance Book Reviews, which is the 
only one of its kind. 
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Here Are the Arkansas Assn. Helmsmen 








The officers of Arkansas Life Underwriters Assn. chosen at the Little Rock annual 
are from the left, George H. Wittenberg, Jr., assistant general agent John Hancock, 
Little Rock, president; Caughey E. Hayes, Union Central, Little Rock, secretary- 
treasurer; Harold Wood, Penn Mutual, El Dorado, vice-president; Foster Vineyard, 
general agent Aetna Life, Little Rock, national committeeman; Lynn Brown, man- 
agenr Metropolitan, Blytheville, vice-president. 

mittee on insurance legislation, has a 


Would Hike Cal. Sale j bill before the senate which would raise 
Senator J. J. McBride, chairman of the salary of the insurance commis- 
the California legislative interim com- sioner to $15,000. 





Mass. Mutual to 
Adopt C.S.O. Table, 
212% Interest 


Massachusetts Mutual Life prior to 
Jan. 1, 1948, will operate on the basis 
of reconstructed premium rates, non- 
forfeiture values and reserves, Harry H. 
Peirce, vice-president and actuary, told 
the company’s agents association conven- 
tion at Atlantic City this week. The com- 
pany will adopt the commissioners 1941 
standard ordinary table and the new 
interest rate will be 24% and 2% on 
interest settlement options. 

Massachusetts Mutual’s net rate in- 
terest earned last year was 3.11%, whic 
affords negligible interest margins, Mr. 
Peirce said, and points to the possibility 
of further reduced interest margins in 
the near future. 

The change will be applicable only 
to new business and will not affect 
business already on the books. New 
laws which in effect require the use of 
a modern table of mortality were pro- 
mulgated by the commissioners and not 
by the companies, as declared, but the 
industry considers the laws salutary. It 
is for this reason they were supported by 
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and their clients realize that! 
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ut it won't be in a few months. That's all he needs—a little 


And that’s why persons just getting started like Prudential’s 
Modified Life 5. It gives them time—not a little, but five years— 
during which the premium rate is only 50% of the rate payable 


It’s a policy to grow with—Prudential representatives, brokers 











the industry and not, as is charged by 
some critics, for the purpose of increas. 
ing premium rates and reducing non- 
forfeiture values. Irrespective of the 
new laws, an increase in premium rates 
was inevitable due to the fall in interest 
earnings. The increase in premiums wil] 
in general produce higher cash values, 

Massachusetts Mutual has in the past 
and will continue to set up reserves 
higher than the minimum required, he 
said, and in most instances has granted 
non-foreiture values in excess of those 
required and will continue to do so. 

Mr. Peirce explained that the increase 
in rates is not occasioned so much by 
the shift to the C.S.O. table as by the 
use of 244% interest. The present rates 
would have been increased, perhaps to 
an even greater degree, if the American 
table’ had been retained and 24% as. 
sumed. The low C.S.O. mortality rates 
tend to reduce premiums as compared 
with those based on American experi- 
ence mortality but this tendency is more 
than offset ‘by the use of 244% interest 
rather than 3%. 


He discussed in detail how the change 


affected premiums,. and reviewed the 
liberalization in the disability coverage, 

A reduction in interest assumptions 
necessitates maintenance of higher re- 
serve liabilities, hence reserves on the 
new basis are at most points higher 
than those on the old. Accordingly, cash 
values for the most part are higher on 
the new basis. 

The company is to continue on the 
traditional basis of making deductions 
from the reserves to determine nonfor- 
feiture values. 

He mentioned some of the liberalized 
provisions in the new policy forms. The 
unpaid balance of the premium for the 
policy year in which the insured dies 
will not be deducted from the policy 
proceeds. Instead of requiring premiums 
to be paid for at least two years before 
values are available, a value will be 
available as soon as the net level pre- 
mium reserve per $1,000 of insurance 
exceeds $27 during the first policy year, 
decreasing uniformly at the rate of $3 
from the first year to the end of the 
tenth year. The table showing non-for- 
feiture values in the policy contract has 
been extended where applicable to show 
the values available at attained ages 60 
and 65, 

Loans will be available as soon as 
the policy has a value except that no 
loans will be allowed during the first 
policy year. The cost to change a policy 
to a higher premium plan will be based 
on the difference in reserves plus 5% 
of such difference, unless the change is 
made prior to the end of the third policy 
year, in which event it will be based on 
the greater of the difference in reserves 
plus 5% of the difference, or the differ- 
ence in premiums less dividends accumu- 
lated at 5%. The cash value of a con- 
tract, he said, if $1,000 or more, may 
be applied at any time after the first five 
policy years under the optional methods 
of settlement in contrast to the present 
10 year requirement. 





Professional in New Home 


Professional Insurance Corp. has 
moved to its. new home office building, 
which has been christened Professional 
Insurance building, at 135 Riverside 
avenue, Jacksonville, Fla. The building 
was purchased about a year ago by Pro- 
fessional. It was built in 1914 and was 
first owned by Germania Club. Most 
recently it had been used for a church. 
Professional remodeled the building 
completely and it is now one of the most 
modern, air-conditioned structures in 
the city. It consists of two floors of 
spacious offices with a restaurant in the 
basement. On the third floor is a large 
auditorium and balcony, which is suit- 


able for meetings of 1,000 or more peo- | 


ple. There are also large offices on the 
fifth floor. 


Professional, which was organized in | 


1936 and has been in the A. & H. and 
hospitalization field, expects to enter the 
life insurance arena within the next few 
months. C. E, Waller is president. 
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KENNETH B. WADE 
Lancaster, Pennsylvania 


DON D. BROWN 
Columbus, Ohio 


, Y : 
J. ROBERT COLE 
San Jose, California 
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GEORGE E. SACKSTEDER 
Dayton, Ohio 





T. RAY KRING 
Corpus Christi, Texas 


NATIONAL QUALITY 
AWARD WINNERS 


| Ce of The Ohio National Life Insurance Company 
are men who are highly regarded, men whose high professional 
standards and integrity make them outstanding in their field. Men 
with these qualities are selected by The Ohio National because they 
themselves stand for the high ideals and guiding spirit of life in- 
surance. 

For the year 1947 these Ohio National men have been selected 
by the Life Insurance Agency Management Association and the 
National Association of Life Underwriters for the National Quality 


Award: 





/ es 
HARRY L. LISKEY 
Bridgman, Michigan 






HAROLD C. BROGAN 
Lansing, Michigan 






CHARLES H. KAHN 
Fort Worth, Texas 


EMMETT W. MIHLLHOLLAND 
Columbus, Ohio 





THE OHIO NATIONAL 


LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 





GUY CHIESMAN 
Spokane, Washington 





SAM CG. BABEK 
West Jefferson, Ohio 










N. J. TSCHAN! 
Canton, Ohio 


fa 
FRED E. KRAMER 
Erie, Pennsylvania 


THOMAS J. MILLER 
Cincinnati, Ohio 
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HIT NATIONAL LETHARGY 





Detroit Report Backs Theory That 
Compensation Study Begins at Home 





In keeping with its expressed convic- 
tion that study of agents’ compensation 
and pensions must be based on grass 
roots discussion and surveys by each 
local association, the agents’ compensa- 
tion and pensions committee of the 
agents’ advisory council of Detroit Life 
Underwriters Assn. has issued a report 
on its independent survey. 

Dissatisfaction is expressed by the 
Detroit committee with official N.A.L.U. 
response to Detroit sentiments ex- 
pressed to the national committee on 
agents’ compensation at the Milwaukee 
midyear meeting. The national com- 
mittee had, upon Detroit's suggestion, 
recommended to the national council 
that a full time research consultant be 
employed to gather the facts on con- 
tracts and pension plans. 

The Detroit committee report says, 
“We have since learned that the board 
of trustees of the National association 
have assigned this task to Mr. Donald 
Barnes. We believe that this was 
not the intent of the national compen- 


sation committee; but rather that a full- 
time independent research consultant 
be employed to gather the complete in- 
formation on contracts and pensions of 
the various companies for the guidance 
of the national committee in devising 
a model compensation contract and pen- 
sion plan.” 

Detroit reports also that they sug- 
gested to the national committee that 
the study of the subject be recommended 
to every association and that “to our 
knowledge this has never been done, 
and in the past the report of the na- 
tional compensation committee has only 
been the result of opinions and discus- 
sions offered within this committee. As 
far as we have been able to ascertain 
from the reports themselves, there has 
been no actual examination of contracts 
and pension booklets from all the lead- 
ing companies. This is natural as this 
committee only meets twice a year and 
the membership often changes to a cer- 
tain extent from year to year. No real 
study or results can be accomplished by 
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Commentary 


Practically every large purchase which your prospect 
makes — with the single exception of life insurance 
— gives him an immediate benefit in exchange for a 
deferred sacrifice. When he buys a new car, he gets it 
now and pays for it across the months. When he buys a 
refrigerator it is moved into his kitchen the next after- 
noon and he pays for it across the years. 

But necessarily, by its nature, his life insurance pur- 
chase requires an immediate payment of the premium, 
for which it gives him a deferred benefit — the benefit 


of money for future delivery. 


But there is one benefit of life insurance which is imme- 
diate, and one to which most of us give too little atten- 
tion. That benefit is—peace of mind! 
emphasis upon the right to 365 nights of sound sleep 
per year which is enjoyed by the man who owns ade- 
Sell peace of mind—wrapped up 
in every life insurance contract you deliver, at no extra 
charge—and sell more life insurance. 


Insurance In Force April 30, 1947 — $320,137,304 


COMMONWEALTH 


INSURANCE COMPANY 
MORTON BOYD, President 
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this method. Continuity of fact gather- 
ing, study and research is essential. 
This, combined with a grass root dis- 
cussion based on facts in all local asso- 
ciations should bring forth at least 
some definite recommendations, which 
would be listened to with respect by the 
various companies and acted upon, since 
it will truly represent national think- 
ing.” 


Exert Little Influence 


The Detroit committee deplores the 
fact that the national compensation com- 
mittee in its work to date has had no 
appreciable effect in determining the 
course or character of new contracts 
and pension plans. They say that these 
cofitracts to date have largely resulted 
from studies of Life Insurance Sales 
Research Bureau and_ studies made 
within individual companies and Life 
Agency Management Assn, The Detroit 
committee reports that none that they 
know of had been made primarily from 
an agent’s viewpoint. They say that 
the local studies they recommend are 
not duplication of effort, but that the 
facts unearthed by the Detroit commit- 
tee proved there is an urgent need for 
these problems to be studied and 
worked out from the agent’s point of 
view. 

Since the Detroit committee was 
formed last October, it has obtained a 
general idea of the desires of the agents 
on the council and then proceeded to 
analyze the contracts of 35 leading com- 
panies and their pension plans. The 
companies were selected as representing 
the bulk. of total insurance in force and 
the largest number of ordinary agents 
in relation to the whole. The commit- 
tee prepared questionnaires for agents 
and one for general agents and manag- 
ers, the results of which are embodied 
in the report and, though some man- 
agers were disinclined to cooperate, the 
information generally was obtained. 

The report states that it was orig- 
inally suggested that this information 
could be obtained from the National as- 
sociation through the studies of the 
compensation committee, “which pre- 
sumably has been studying the subject 
for the past 10 years.” It says that the 
Detroiters wrote to the executive vice- 
president on two occasions, but re- 
ceived no reply and that, from the re- 
ports of the national committee, it was 
clear that if the contracts of the various 
companies had been gathered to study, 
it had been done in a very general man- 
ner. The Detroit committee decided 
that facts were needed in the form of 
actual contracts and pension booklets. 


SPARKED BY CARSTENS 


The committee was sparked by its 
chairman, A. S. Carstens, New England 
Mutual, who, for his work, has since 
been appointed to the committee on 
agents’ compensation of N.A.L.U. and 
the recently created sub-committee on 
research and compensation. 

The Detroit committee expressed dis- 
turbance at the gradual and uninter- 
rupted trend toward discontinuing the 
old nine vested renewals and substitut- 
ing the contracts with non-vested re- 
newals and service fees, often coupled 
with pension plans, although it ap- 
plauds the company objective of empha- 
sizing the service to the policyholders. 
One of the results of the new contracts 
is that the companies sponsoring them 
have thereby induced or compelled the 
agents to continue with their service, 
otherwise they will lose the non-vested 
renewals and service fees.. 

The report notes that several com- 
panies are now paying nine vested re- 
newals at 5% and have added a service 
fee and a pension plan without changing 
the contract in any manner. These ben- 
efits were superimposed on the old con- 
tract and a pension plan inaugurated. 
They operate under the New York stat- 
ute and do not square with the assertion 
it is necessary to non-vest part of the 
renewals to pay these service fees and 
inaugurate pension plans. 
The Detroiters advocate 








equalizing 





the great differential in treatment by 
contract between brokers and full-time 
agents, particularly in considering ney 
contracts where the full-time agent has 
few vested rights. 

The committee has come to the cop. 
clusion that there is no need to charge 
the terminating agent on a percentage 
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basis. In case of termination of a con. 
tract, the collection fee is generally 
charged against the vested renewals} a 


which the survey showed usually varied 
from one to two percent, with some 
companies having no such fees, The 
conclusion is that a flat charge can he 
made, because it costs no more to eol. 
lect a large premium than a smaller one, 
The committee maintains that ‘aff 
changes in commission scale, in vesting 
renewals, service fees or persistency al- 
lowances, pension plans and _ essential 
parts of the contract should, in ey 
company, be on a joint consulting hale 
of agents and management. The com. 
mittee reports this has rarely been done. 
The company can and does make these 
changes without such consultation, In 
a few instances it has asked for the 
views of a few large producers, but js 
not bound to accept them and has ig- 
nored these recommendations too often, 
This does not build good morale or 
(CONTINUED ON PAGE 21) 














THE BATTLE IS FAR 
FROM WON. LET US NOT 
BE COMPLACENT AND FEEL 
THERE IS UNIVERSAL 
AGREEMENT WITH HIGHER 
LEVELS FOR THE AGENT. 


* * * 


A FEW MOMENTS AGO, 
the ass’t. superintendent of a 
company (not the largest of 
course but neither the small- 
est) left my office. 


HE HAD COME 
training materials. 
gested “An Introduction to 
Life Underwriting,” and he 
felt it was excellent. Then 
came the question of price — 
$3.90 a copy. 


THE DISCUSSION ENDED 
QUICKLY. For the company 
budgeted only $1.00 for ifte- 
liminary training. “You see,” 
said our visitor, “why should 
we put a lot of money into a 
man until we know if he will 
produce.” : 


to talk 
We sug- 


* * * 


AS LONG AS THERE IS A 
SINGLE COMPANY OPERAT- 
ING ON THE POLICY PED- 
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DLER LEVEL THERE IS 
STILL WORK TO BE DONE 
BY MEN WHO LOVE THE 
LIFE INSURANCE BUSINESS. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 
INDIANAPOLIS 


- 











Holgar 
stitute o 
chairman 
of the r 
at a dir 
predeces: 
tick, righ 
in the fi 
in Y.M.( 








), 194 a 20, 1947 





LIFE INSURANCE EBETION a 


























































——= | 
nt by 
l1-time 


5 new 





D.C. Grout Biseke 
Cochran Fisher for 
JN.A.L.U. Trustee 








The District of Columbia Life Under- 
-} writers 


Assn. announces that it is spon- 
soring H. Cochran 
Fisher of Aetna 
Life at Washing- 
ton as_ candidate 
for trustee of Na- 
tional Assn. of Life 
Underwriters. His 
candidacy has also 
been endorsed and 


by other 
of Columbia 
insurance organiza- 
tions. 





Mr. Fisher’ en- | 
these H. Cochran Fisher tered _the business | 
ih in 1925 with Aetna | 
- the Life and has been with same company | 
ut is} ever since. He has been a member of the | 
s ig. Aetna Life Leaders Club since its forma- 
often, tion 19 years ago. He was the first Aetna 
le or] Life agent to receive the C. L. U. des- 
ignation and has appeared on the pro- | 
sram of numerous Aetna conventions. 
——! He is a former president of District 
of Columbia Life Underwriters Assn. 
and is now serving as national com- | 
mitteeman. 
He got the C. L. U. designation in 
£11929 and has served as instructor of 
C. L. U. courses, as well as president of 
the local chapter and regional vice- 
president of American Society of 
LL. U. 


Pennsylvania commerce school in 1918. 
He has been president of 


sylvania, 

George A. Hatzes, chairman of the 
Fisher- for- trustee committee, observes 
that this is the first time in history the 
District of Columbia association has 
| presented a candidate for N. A. L. U 
trustee. 
is highly important that N. A. L. U. be 
represented at Washington by a 
agent.’ 





Conn. Group Bill Signed 


surance program for state 


cents a month — $1, 000 insurance. 


Takes “yn Desi 




















stitute of Life Insurance, is installed as 
chairman of the army and navy committee 
of the national council of the Y.M.C.A. 
at a dinner in New York honoring his 
predecessor, Commander Seabury C. Mas- 
tick, right. Mr. Johnson was in the navy 
in the first war and has long been active 
in Y.M.C.A. work. 





is being sponsored | 
District | 
life | 


He graduated from the University of | 


District of | 
Columbia alumni of University of Penn- | 


He also voices the belief that it | 


“street | 


Governor McConaghy of Connecticut | 
signed a bill setting up a group life in- | 
employes. | 
The act appropriates $250,000 for opera- | 
tion of the plan in the next two years. | 
All full-time permanent state employes | 
will be able to get group coverage for 60 





Holgar J. Johnson, president of the le: | 





for the past six weeks, due to the lock- 
out of the agency force.” 


Combination Agency Officers 


its refusal to enter into genuine collec- 
tive bargaining with agents and has 
locked out agents in an attempt to de- 


|Union Ciesniltion Complaints 
of Policyholders When 





Agent Services Cease 0%, 8, mon. Another, statement 
, ; : Or Study at Storrs, Conn 
According to a union release, a com- E. M. Keough, president, and Percival ° 
mittee representing the policyholdérs of E. Foerderer, chairman, declaring that Attending the two week agency man- 
the Pennsylvania Mutual has called it is the responsibility of the company agement school at the University of 
upon Commissioner Malone to see that to settle the dispute and insists that a Connecticut, Storrs, are 66 agency ex- 
the dispute between the company and fair offer be made to the agents, in ecutives from 16 life insurance com- 
the insurance guild, local 22, U. O. & order to make a settlement possible. panies. This is the only L.I.A.M.A. 
P. W., CIO, is equitably solved. In The statement maintains the company school designed primarily for combina- 
a telegram to the commissioner, the has an obligation to the policyholders tion company representatives. Two oth- 


ers are scheduled to be held at the 
Edgewater Beach Hotel, Chicago, July 
7-18, and July 21-Aug. 1. 


union states, the committee says that 
service is not being rendered because of 
the arbitrary position of the company in 


and employes and that “their insurance 
must be protected and they be given the 
proper service, which has not been done 



















Lhe Friendly 
FRANKLIN LIFE cours” 


CHAS, E, BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 188% 
One of the 15 Oldest Stock Legal Reserve Life Companies in America — 


Over $465,000,000 Insurance in Force. 





8 


Union Central 
Mutualization 
Is Brought Nearer 


CINCINNATI — Ruling that Union 
Central’s mutualization program is fair 
and equitable to policyholders and 
would not in the least affect the stability 
of the company, Federal Judge Druffel 
here upheld the company, its officers 
and directors in a suit brought against 
them in 1941 seeking to prevent the car- 
rying out of the program. He held that 
the ballot and proxies received from 
policyholders in 1941 in voting the pro- 
posal and impounded since that time 
were valid and might be counted and 
voted at a policyholders meeting which 
has been called by Superintendent 
Shield of Ohio for June 26 at the home 
office. 


Get Only $5 Above Par 


Union Central has outstanding 125,000 
shares of $20 par stock or a total of 
$214 million for which stockholders 
would receive $25 a share. At the close 
of 1946, the company had in addition 
$13,147,794 net surplus and a $7,500,000 
contingency reserve. Assets were $559,- 
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mesg and insurance in force $1,284,- Mutual Life Hits NEW ORLEANS VICTORY 


The plan was approved by directors 
in July, 1941, under the then newly 
amended law permitting Ohio compan- 
ies to mutualize. No mutual legal re- 
serve company may be organized in 
Ohio. Following submission of the plan 
to policyholders, a suit was brought by 
J. J. Schaefer, a New York policyholder, 
seeking an injunction, which now has 
been denied, to prevent the company 
from carrying out its plan. 

No notice of appeal has been indicated 
by opposing attorneys on the entry and 
if the plan is approved by policyholders 
at the meeting June 26 and subsequently 
by the Ohio department, the company 
may proceed to retire its stock. 


Makes $5 Million Loan 


New York Life has purchased a $5 
million 15-year note of the American- 
Marietta Co., a leading paint, varnish 
and lacquer manufacturing company of 
Chicago. 


Banker Dycus a Director 


James C. Dycus, vice-president Oak 
Cliff Bank & Trust Co., Dallas, has 
been named a director of Republic Na- 
tional Life and a member of the finance 
and investment committee. 





$4 Billion 


Insurance in force in Mutual Life has 
passed the $4 billion mark, President 
Alexander E. Patterson announces. The 
latest compilation showed the figure $9 
million over that mark. 

The average policy in force as of the 
end of May was for a face amount of 
$2,942, exclusive of dividend additions. 
Total number of policyholders exceeds 1 
million. 


St. Louis Managers Elect 


The General Agents & Managers 
Assn, of St. Louis has elected as presi- 
dent John H. Leaver, Mutual Benefit 
Life; vice-president, Harold W. Ban- 
bury, Phoenix Mutual Life, and secre- 
tary, Frank W. Jackson, Mutual Life. 
Arthur W. Green, Equitable Society, is 
the retiring president. 


Fights Ill. Cash Sickness Bill 


E. H. O’Connor, mangaging director 
of Insurance Economics Society, was a 
witness Tuesday before a subcommittee 
of the house judiciary committee in IIli- 
nois against the state cash sickness bill 
that is before the legislature. 











Its Name 
Indscates 
Its Cherecter 





.Like two locomotives cou- 
pled to handle heavy loads 
efficiently, LNL's Supplemental 
Term Rider hitche 
policy meets heavy protection 
needs inexpensively. 


The Rider may be attached 
to a wide selection of LNL 
policies — either standard or 
substandard. 
or without premium waiver 
benefits in amounts equal to 
- or up to twice the amount of 

the base policy for periods of 

10, 15, or 20 years. If issued 

standard the rider may be 

converted to permanent insur- 
ance within 





TEAMED FOR HEAVY LOADS 


year plan; 12 years, 15 year 
pian; and 15 years, 20 year 


plan. 
to a base 


cost. 
It is issued with 


years on the 10 


LNL’s Supplemental Term 
has proved ideal for the fam- 
ily man who needs a large 
amount of insurance protec- 
tion at the lowest possible 














Leading Pan-American Life’s field or. 
ganization in the number of earned prize 
credits during the past president’s month 
“theater” campaign the New Orleans agency 
qualified for the 1947 president’s honorary 
trophy award. President Crawford H. Ellis 
is shown presenting the trophy to B. B, 


Macfarlane, supervisor for Louisiana and || 


head of the New Orleans agency, while 
Executive Vice-president E. G. Simmons 
looks on. 

The campaign was based around a 
theater theme which urged every agent to 
earn a role in the president’s play by pro. 
ducing a certain amount of business dur. 
ing March and paying for it by June 





Insurance Survey in Canada 


MONTREAL — The Canadian Daily 
Newspapers Assn. has just concluded a 
life insurance survey in Canada through 
the Canadian Consumer Survey. One 
question asked was: “How much life 
insurance do you carry?” 

There were 60 cities covered by the 
survey and it was found that only 1.9% 
of those interviewed carried no insur- 
ance, while 11.3% carried less than 
$1,000, 55.4% from $1,000 to $5,000, and 
18.7% $5,000 to $10,000 and 12.7% more 
than $10,000. 








Brokerage Heat 








J. KENDALL JOY, JR. 


J. Kendall Joy, Jr., thas been ap- 
pointed brokerage supervisor at the 80 
John street office of Connecticut Gen- 
eral Life at New York. He attended 
Dartmouth and Boston University law 
school. Previous to entering life insur- 
ance in 1932, he was engaged in the 
security business. Mr. Joy joined Con- 
necticut General’s New York claim de- 
partment in 1937. Since 1941 he has 
been in the home office accident depart- 
ment where he has had experience both 
in underwriting and sales. 
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Return of Premium 
Juvenile Form 
Seems Doomed 


| Hopes of being able to continue to 
jssue juvenile policies which have only 
a return of premium in the event of 
death between age zero and age 10 were 
dashed at the recent meeting of Na- 
tional Assn. of Insuranc Commissioners. 
The Guertin law provides that where 
|penefits are other than level a formula 
must be applied to produce an “equiva- 
lent level amount” of nonforfeiture 
penefits. 

If the return of premium is to be re- 
garded as an insurance benefit, the 
formula would produce such a high non- 
forfeiture value that companies would 
have to stop issuing the policy. At the 
Atlantic City meeting of the commis- 
sioners the working committee of the 
life committee, headed by Actuary Rus- 
sell O. Hooker of the Connecticut de- 
partment, reluctantly refused to go 
along with the contention of the in- 
terested companies that the returned 
| premium should not be regarded as an 


. || insurance benefit. 


The Hooker committee opinion is not 
| binding on the states, but if they agree 
with it there may be no recourse except 
lto try to get the law changed. James 
Phillips of New York Life was the 
principal spokesman for the companies. 





Reaches 50-Year Mark 
in Field for Am. United 


District Manager George C. Baer, 
veteran member of the Paul H. Roach 
agency at Cleveland, has reached his 
50th year of continuous representation 
of American United Life. 

Mr. Baer was tendered a handsome 
gold A.U.L. service plaque mounted on 
a mahogany frame, bearing the com- 
emblem and _ the _ inscription: 


tinuous Service—1947.” 





| 


—= || 





Last Sept. 11, during a Cleveland 
agency dinner party given by the com- 





GEORGE C. BAER 


pany while the. convention of National 
Assn. of Life Underwriters was in prog- 
ress, Mr, Baer was presented with an 
engraved gold watch as an advance trib- 
ute to his record as American United’s 
oldest field representative in years of 
service. William A. Jenkins, secretary 
of American United, made the presenta- 
tion address. 

American United issues bronze 
“Years of Loyal and Continuous Serv- 
ice” plaques to its field men on their 
5th, 10th, 15th, and 20th anniversaries. 
Similar plaques, but of silver, are 
awarded each 5 years from the 25th 
through the 45th year, and a plaque of 








XUM 


gold is conferred on the 50th anniver- 
sary and every 5 years thereafter all 
types of plaques showing the year in 
which the service milestone was at- 
tained. 

Mr. Baer is the first representative to 
earn a gold plaque. 





Correction of S.B.L.I. Story 


NEW YORK—Following publication 
of the article in the May 23 issue in 
which Albert Hirst, New York City at- 
torney, was quoted as criticizing savings 
bank life insurance in New York as a 
“fraud by statute” Mr. Hirst said he has 


since discovered that savings banks 
are required to include in their policies 
a statement that only the assets of the 
bank’s life insurance department are be- 
hind the policies. He said he overlooked 
this because the section prescribing 
forms of policies, etc., in the old law, 
when transferred to section 263 of the 
banking law, headed “policies of insur- 
ance and annuities” contains no men- 
tion of the warning statement and he as- 
sumed it had been omitted from the law. 
Actually the warning requirement is in 
section 271-b prescribing the duties of 
the savings bank funds trustees. How- 
ever, he does not recede from his con- 


tention that to call something savings 
bank life insurance when the bank’s 
assets are not behind the insurance obli- 
gations is a fraud by statute. 





John Evans Highly Complimented 

CINCINNATI—John H. Evans, new 
president of Ohio National, was honored 
by the field on his 25th anniversary 
with the company June 14 with 206 
applications for $1,204,660. This is the 
largest volume of business received in 
any one day in the company’s history 
and the first time daily production has 
ever gone over $1 million. 
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THE STORY BEHIND THE ANALAGRAPH 








LTHOUGH still new in terms of life 
insurance history, the Analagraph 
actually dates back more than a decade— 
to the fall of 1936. Package selling still 
ruled the field. Yet Mutual Benefit key 
executives foresaw the time when pro- 
gramming would dominate life insurance 
sales. Already, an increasing number of 
underwriters were capitalizing on liberal 
Mutual Benefit supplemental agreements 
by specializing in this method of selling. 


To explore such possibilities, four 
carefully chosen fieldmen were brought 
to the home office and handed an unusual 
assignment. “Give us,” they were told, 
“a practical device that will enable the 
average prospect to visualize his life 


Organized in 1845 





insurance needs in terms of income!” 

After months of intensive research 
and planning, the first working model of 
the Analagraph was produced. Field test- 
ing began in the spring of 1937. Reaction 
from both clients and underwriters was 
instantly favorable. Clients were im- 
pressed by the stress on service over 
sales. Underwriters liked the way in 
which it helped a prospect to clearly pic- 
ture his needs—a factor that consistently 
resulted in larger, easier sales! 


To tell more and more persons about 
this patented, scientific device—the first 
of its kind in the field—we are using 
page and half-page space in Collier’s and 
The Saturday Evening Post. 


Newark, New Jersey 


THE MUTUAL BENEFIT LIFE INSURANCE CO. 
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EDITORIAL 


COMMENT 





Beware the Outside Big-Shot Speaker 


The season of speech-making is draw- 
ing near its close. Next fall a new crop 
of program chairmen will be chewing 
their pencils over whom to get to fill 
their rostrums and discourse entertain- 
ingly and instructively. These chairmen 
should especially beware of the outside 
big-shot—the man who is so well known 
that he is sure to be a good drawing 
card. He may draw the crowd all right, 
but it takes careful advance investigation 
to determine whether the crowd won’t 
wish they could sneak out before he is 
well under way with his speech. 

The prominent speaker from outside 
the insurance business—and some from 
inside it, too—needs to be scrutinized as 
dubiously as the most finicky underwriter 
would eye a border-line risk. Usually the 
outside speaker starts off with some 
feeble crack about not knowing anything 
of the insurance business except as a 
premium payer. This is supposed to’ be 
very funny indeed and the audience usu- 
ally manages a polite laugh, though they 
probably wouldn’t if they knew what was 
ahead of them. From there on the 
speaker too often regards the occasion 
as one for beating the drum for his pet 
theories or political views. He wants in- 
surance men to cooperate in putting 
these across. He doesn’t actually expect 
any of his audience to take time from 
a busy day to follow his exhortations— 


even if they knew how to do it—but it 
sounds good, or at least irreproachable. 

Another danger with the ultra-promi- 
nent outsider is that he may have no 
conscience about time. He feels the au- 
dience has turned out to hear him, and 
with the best intentions in the world 
he wants to be sure they get their 
money’s worth. He may not stop to 
think that there can be too much of a 
good thing. Of course, this tendency to 
turn on his mouth and forget to turn it 
off is something that program chairmen 
have to check up on with any speaker 
they may get. Some of the least ex- 
perienced speakers, exhilarated by the 
new sensation of having a flock of peo- 
ple listening and unable to talk back, 
are the worst offenders. 

All this doesn’t mean that an outside 


big-shot speaker may not be able to 
make an interesting and thoroughly 
worth-while contribution to an insur- 


ance group. But it is never safe to as- 
sume that a man’s prominence is a guar- 
antee of his ability to talk interestingly 
and at not too great length. 

Incidentally, before someone writes 
in to resent any of these comments as 
being directed at some particular 
speaker, we should mention that they 
are the result of long years of listening 
to speeches and were not touched off by 
any specific horrible example. 


Not Associated with Death 


A prominent life insurance man in 
commenting on the death of Lee J. 
Dougherty of Davenport, Ia., chairman 
of the advisory council of Occidental 
Life, stated that he was deeply and pro- 
foundly shocked when he learned of the 
passing of this eminent official. In com- 
menting on the subject he said: “There 
were two men that I never associated 
with death. One was Mr. Dougherty 
and one was Julian Price, president of 
Jefferson Staandard. They were always 
very much alive tome. They seemed in 


my imagination to be able to live on, 
continue their work, be as active as ever 
and that death in some way would miss 
them.” 

This is a very interesting observation 
and those who were acquainted with the 
two men will understand what inspired 
such hyperbole. It may be a very noble 
quality to possess a personality so out- 
standing, so vital, so engrossing, 
busy, so much in demand and so much 
needed it is felt that death should pass 
one by. 


so 


Philosophy of the Second Wind 


Dr. Preston Bradley, well known Chi- 
cago divine, speaking of a person who 
feels he has done his best and is getting 
nowhere, said he should tie a knot in 
his rope and keep going. That is sound 
advice. 

We are prone to give up too soon. 
We should realize our reserve power. 
There is nothing like keeping in reserve 
strength, energy and fortitude. The late 


Charles F. Coffin, who was president of 
State Life of Indianapolis, believed in 
what he called the philosophy of the 
second wind, 

He said that the reason baseball teams 
practice before they enter the real game 
is that they are thus able to get accus- 
tomed to what they have to undergo 
later on. They may get “winded,” but 
if they keep on, they recover their 


power because they have gotten to the 
second wind position. 

He illustrated this by stating that his 
office was on the tenth floor of the 
State Life building. He did not use the 
elevator, but walked up the stairs to his 
office. After he had mounted four or 
five floors he would feel out of breath. 
He would be inclined to give up and 
ring for the elevator and ascend more 
comfortably. However, he rested awhile 
and then started on a new attempt. He, 


in relating his experience, said that it was 
amazing what one could do after he had 
acquired his second wind. The six extra 
flights that he had to take were accom. 
plished without any difficulty or fatigue 
He had gotten his second wind and he 
was ready to go on. He felt stronge 
than ever. Many people are tempted to 
quit before they,have reached the see. 
ond wind stage. President Coffin’s ob. 
servations should be a practical lesson 
to us all. 
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PERSONALS 


Julian D. Anthony, president of Co- 
lumbian National Life, spoke at a Pitts- 
burgh luncheon before local representa- 
tives of the company and from there 
traveled to Philadelphia to meet with a 
group of stockholders in celebration of 
the company’s 45th anniversary. 

Raymond Tingley was _ incorrectly 
identified as being with New York Life 
in the report of his election as presidtnt 
of Alton Assn. of Life Underwriters. 
He has been with Franklin Life since 
February. 

Alexander MacArthur of the head of- 
fice of Central Life of Chicago, son of 
President Alfred MacArthur, is to be 
married June 26 to Cynthia Wadsworth 
Wirtz, daughter of Mr. and Mrs. Arthur 
Michael Wirtz of Chicago. 





Mrs. Elberta Cox Thompson, the 
great-granddaughter of J. P. P. Peck; 


one of the founders and first vice-presi- 
dent of Union Central, has joined the 
J. C. Benson home office agency of the 
company at Cincinnati. She is the fourth 
generation of her family to be directly 
connected with it. 

Napoleon Meyers of Buffalo, who re- 
cently reached age 85, has been an agent 
of New York Life for 36 years, and on 
pleasant days still makes a few calls. In 
his first four months as an agent, Mr. 
Meyers made his company’s $100,000 
Club. In some years, his sales topped 
the $500,000 mark. He estimates that 
3,000 of his policyholders are still on 
the books. 

Howard S. Wilson, Lincoln, president 
Bankers Life of Nebraska, was elected 
on the American Red Cross board of 
governors at the national convention at 
Cleveland. He‘has been active in Red 
Cross work since early in the war. 

Julius M. Eisendrath, general agent of 
Guardian Life at New York, leaves June 
24 for a six weeks trip to Europe. While 
there -he will visit his native city of 
Amsterdam and then go on to Switzer- 
land. He has clients in Holland. Mr. 
Eisendrath lost all his relatives there 
during the Nazi invasion. 


DEATHS 


George L. Bobbe, 58, assistant man- 
ager of the Julius M. Eisendrath agency 
of Guardian Life at New York City, 
died June 14 after a short illness. 

Before joining Guardian in 1929, Mr. 
Bobbe had been in vaudeville for many 

years. As a member of the teams of 
Bobby & Nelson and Bobby & Mayo, 
he did a singing and patter act. Mr. 











cor amen a Fn 


Bobbe became assistant manager of the 
Eisendrath agency in 1933. He was 
president of the Life Supervisors Assn, 

Don F. Denton, general agent of Fi- 
delity Mutual at Topeka, who died sud- 
denly last week, was a leading producer 
for his company. He had been a direc. 





DON F. DENTON 


tor of Fidelity Leaders Club five times, 
and in 1945 and 1946 was second vice- 


president. Mr. Denton specialized in 
estate planning. He was a qualifying 
member of the Million Dollar Round 


Table for the past two years. 

Harry Treuhaft, 58, general agent of 
Midland Mutual Life at San Diego, Cal. 
died of a heart occlusion. He had been 
with the company four years after hav- 
ing served with several other compa- 
nies. Mr. Treuhaft and his wife attended 
the recent Midland Mutual convention. 
While there he conferred with Dr. A. R 
Stone, medical director, regarding his 
condition. Dr. Stone himself died sev- 
eral weeks ago. 

Claude C. Farmer, 49, assistant sec- 
retary and manager of the claim de- 
partment of Atlantic Life, died at his 
home in Richmond, Va. He had _ been 
with the company 30 years and was one 
of its oldest employes in point of service. 
He started as a clerk, and later was 
auditor. 

Arthur K. Deutsch, former general 
agent of the State Mutual Life at San 
Francisco, died there after a long ill- 
ness which forced him into retirement 
several years ago. One of the early 
members of the Million Dollar Round 
Table from San Francisco, he founded 
the San _ Francisco Quarter Million 
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Round Table—said to be the first in the 
country. 

George C. VanDuren, 58, treasurer of 
State Life, died at Indianapolis. 

Charles W. Green, 64, with Mutual 
Trust Life at Merrill, Wis., since 1943 
and previously at Chicago, died after a 
short illness. 


= one ---=- 


Prudential Siti 
Industrial Setup in Texas 


Prudential is now extending its in- 
dustrial department operations to Texas. 
Since its re-entry last year into Texas, 
Prudential has been supplyi ing only or- 
dinary and group. 

Preston A. Stanford heads the Dallas 
industrial. office as manager. He is a 
graduate of Southwestern University, 
Texas, and has been manager of Pru- 
dential No. 1 at Washington for the past 
two years. John H. Freeman of Evans- 
ton, Ill., and William M. Frolinger, for- 
merly at San Bernardino, Cal., have 
been assigned to Dallas as assistant dis- 
trict managers. 

The Houston office has been placed 
under the managership of H. DeVere 
Green who for the past two years has 
been manager at Olean, N. Y. His as- 
sistant managers, all of whom have 
just been promoted from agents are 
Barrett H. Camp, Chicago No. 10, Don- 
ald O. Brower, Rochester No. 2, and 
James I. Rhoades, Olean. 

A committee of company officials is 
now in Texas inspecting locations for 
future district offices. On Thursday the 
group, composed of Robert M. Green, 
vice-president and treasurer, Orville E. 
Beal, vice-president, and John F. Ek- 
dahl, superintendent or agencies, were 
guests of honor at a luncheon sponsored 
by Republic National Bank of Dallas. 
More than 100 business men attended. 
On Friday, they :are being introduced 
to business leaders of Houston at a 
luncheon tendered by First National 
Bank. 

Mr. Beal said that in setting up its 








industrial organization in Texas Pru- 
dential plans to follow the procedure 
used in developing its ordinary and 


group units and employ native Texans 
wherever! possible. 





Steacy Webster Bows Off 
Board of N.A.L.U. 


Steacy E. Webster, general agent 
Provident Mutual at Pittsburgh and 
trustee of National Assn. of Life Under- 
writers, has informed the officers .of 
both the Pittsburgh and the Pennsylvania 
associations that he will not be a candi- 
date for re-election to the N.A.L.U. 
board when his present. term expires 
at the Boston convention in September. 
At their meetings in March he was 
given the unsolicited endorsement of 
both associations, but requested that an- 
nouncement of the action be withheld 
until he could determine whether he 
could devote the time and effort which 
the responsibilities of the office de- 
mand. 

During the first of his four years on 
the board, Mr. Webster served as chair- 
man of the general agents and man- 
agers section. For the past three years 
he has been chairman of the committee 
on life insurance information. 





Rappaport Agency Dinner 
William Rothaermel, vice-president of 
Pacific Mutual Life in charge of agen- 
cies, spoke at the annual agency dinner 
of the Rappaport general agency of 
Chicago, held at the Edgewater Beach 
hotel. Earle S. Rappaport, co-general 
agent with his brother Eugene, was 
honored for his long service with the 
company and Mr. Rothaermel presented 
him a 25-year pin. 

Pi. 


Among the speakers were 


“Hobbs, Equitable Society manager, Chi- 


cago, president N.A.L.U., and Paul W. 
Cook, Mutual Benefit general agent, re- 


tiring president Chicago association. 


Earle Rappaport was presented a scroll 
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from the agents bearing their signatures, 
and a sterling silver tie clasp and key 
chain. The honors were done for the 
staff by Albert F. Hacker and William 
R. Balkin, leading agents. 

Among guests were John L. Watts, 
general agent Pacific Mutual; Charles 
H. Davis, manager railroad department; 
Thomas J. O'Neill, claim department 
manager, and John Wells, manager 
mortgage department. 

Earle Rappaport started in the Chi- 
cago branch, where he was assistant 
cashier and assistant manager with 
Jens Smith, who then was manager, and 
later assistant superintendent of agents 
at the home office. Then Mr. Rappaport 
for a number of years was assistant 
manager in the Henderson agency of 
Pacific Mutual at Chicago before open- 
ing his agency June 1, 1938. He and 
his brother, a millionaire producer, have 
made an outstanding record starting 
from scratch, the agency standing 11th 
countrywide in the company in 1946 
and being seventh in 1947 with about 
$214 million paid for business to date. 





Five More Companies Join 
Institute of H. O. Underwriters 


The Institute of Home Office Under- 
writers has admitted five companies to 
membership: Empire Life & Accident, 
Indianapolis, James M. Drake, presi- 
dent; Guaranty Union Life, Calif., 
McNeilly, assistant secretary; Southern 
National Life, Ark., R. M. Saxon, pres- 
ident; Standard Life, Indianapolis, Wil- 
liam Hemmerling; South Coast Life, 
Herbert Lase, actuary. Membership 
in the institute now includes 167 com- 
panies. Carl Young, assistant secretary 
Farmers & Bankers Life, is membership 
chairman. 

The program has been completed for 
the annual meeting at the Edgewater 
Beach Hotel, Chicago. Oct. 2-4. Robert 
Caplinger, vice-president and chief un- 
derwriter of Reserve Loan Life, will be 
general chairman. 


Ia. Modifies CS. S.O. Approval 


The Iowa department is approving the | 
C.S.O. table of mortality except 
provision permitting use of the 130% 
rate on extended term benefits. It has 
taken the stand that that rate is not 


} Ts] 





the | 


justified from the experience of com- | 


panies with all ages and that it is unfair | 
to policyholders. 


Porin-St loule President 


Ashley Papin, John Hancock Mutual | 
Life, was elected president of the Life 
Underwriters Assn. of St. Louis, to 
succeed James C. Greene, Lincoln Na- 
tional Life, at its annual meeting. Joseph 
¥. Peterson, Guardian Life, is first vice- 
president and Nathan H. Burgheim, 
Northwestern Mutual Life, second vice- 
president. 

New directors are Campbell Alex- 
ander, Penn Mutual Life; Eldon Haley, 
Prudential; John Buhr, Metropolitan 
Life; Frank Philpott, Federal Life; An- 
thony E. Veith, Massachusetts Mutual 
Life, and Harold W. Banbury, Phoenix 
Mutual Life. 

The motion picture, 
curity,” was shown. 


Great Lakes Holds Outing 


The annual outing of Great Lakes of 
Elgin, Ill., was held at Lake Geneva, 
Wis., attended by 30 agents, home office 
employes and their families. William 
Nesler was awarded a trophy for most 
outstanding and valuable agent of the 
year by Hal P. Campbell, executive 
manager and superintendent of agenctes 


“Search for Se- 








In a report in the June 6 edition on 
the meeting of —— Institute of 
Actuaries, C. F. B. Richardson was in- 
correctly \deatibed ‘as being with Geylin, 
Gheen & Harvey of Philadelphia. Mr. 
Richardson rejoined Mutual Life several 
months ago, and is no longer with the 
Philadelphia firm. 


| 


| 
| 
| 
| 
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‘PACIFIC MUTUAL? /5 
one of the best!” 








“T here’s a Company whose underwriters are real Career Men. 
I've met a number of them. They're rendering a superior 
service to their clients, and making well above average income 


for themselves. 


“How do they do it? Well, there are several factors (such 
as good merchandise to start with), but one of the most 
important things is a program of standardized training and 
continuous supervisory counsel that is smoothly organized, 
efficiently carried through and steadfastly followed up. The 
program starts with extremely careful recruiting. It includes 
organized prospecting, organized contact procedure, organized 
interview routine and, above all, an organized plan to sell— 
the New and Unusual Savings Plan, a complete ‘Property Box’ 
for the buyer. Early training is intensive, and completed in a 
few weeks. The new man then is able to go out and really se//. 
And Pacific Mutual men always seem to know where they're 


going and what to do. 


“Pacific Mutual has a number of first-year men, with no 





previous experience, making $8,000 
to $10,000 a year. And the successful 
old-timers who follow the organized 
program step up their earnings year 
after year. 

, if you ask me about Pacific 
Mutual, I'll say, with that kind of a 
personnel setup, it’s one of the best!” 


PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 


HOME OFFICE: LOS ANGELES, CALIFORNIA 
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REPORT BY EYE AND EAR 


For 99 years Penn Mutual policyowners have read each year’s annual report. Here are 
photographs of Penn Mutual policyowners ATTENDING the Centennial report. 


Our Centennial message was delivered to both eyes and ears of policyowners in an animated 
movie presenting facts and figures by a lively new technique. It was taken directly to 
groups in a language of light and sound that is easily understood. 


For each showing of the Penn Mutual Centennial movie an officer of the Company went 
out from the Home Office to make direct personal contact with the policyowners, intro- 
ducing the film and answering questions. It is the first time a company report has been 
delivered in this way. 


The Penn Mutual movie, ‘‘100 Years of Security,”’ has been seen and heard in about 
100 cities and smaller towns from coast to coast. 


The momentum developed is still bringing additional showings as one request follows 
another from both inside and outside the industry. People are interested in this unique 
story of a century’s stewardship—how much money there is, where it goes, how it is safe- 
guarded, where and how it is invested—against the background of a history of 100 years. 
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HERE IS AN OPPORTUNITY 


to have your own Agency and at the same time 
enjoy the many additional advantages of offer- 
ing a COMPLETE line of protection to your clients. 
Accident, Health and Hospitalization forms, 
when added to an excellent series of Life Policies, 
are powerful aids to new appointees. 

Managerial opportunities for qualified men are 


now available in the newly-opened states of 


ILLINOIS, INDIANA, MICHIGAN and OHIO. 
* 


Please direct inquiries to 


A. LINUS PEARSON 


ASSISTANT VICE PRESIDENT 


176 W. Adams, Chicago:3 
* 


NORTHERN LIFE 
INSURANCE CO. 


SEATTLE, WASHINGTON 
Established 1906 
D. M. MORGAN, President 





Northern Life Tower, Seattle 
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Pryor New Head 
of Wis. Association 


At the annual meeting of the Wis- 
consin Assn.. of Life Underwriters at 
Sheboygan, Wil- 
liam H, Pryor, 
Connecticut Mu- 
tual Life, Milwau- 
kee, was advanced 
to the presidency 
to succeed Richard 
Imig, New York 
Life, Sheboygan. 
A native of Mil- 
waukee, he at- 
tended University 
of Wisconsin and 
for several years 
was state sales 
manager for furni- W. . ‘Pryor 
ture industries be- 
fore joining the K. W. Jacobs agency 
of Connecticut Mutual in 1932. One of 
its leading producers, he has qualified 
for 11 of the 12 last years for the com- 
pany’s President’s Club and the De- 
pendables, and for every company con- 
vention since entering the business. He 
won the Steiner award in 1943. He will 
be a discussion leader at the Connecticut 
Mutual agents meeting in Chicago June 
22. He has served as secretary, director 
and national committeeman of the Mil- 
waukee Association and through the 
various state offices. He is a charter 
member of the Wisconsin Quarter Mil- 
lion ‘Round Table and has qualified as 
a life member. 

R. M. Vetter, Madison, Continental 
Assurance, and H. W. Pettengill, Be- 
loit, New York Life, were named vice- 
presidents; Lee Wandling, Milwaukee, 
Equitable Society, treasurer; Frank Mc- 
Namara, Waukesha, Old Line Life, sec- 
retary, and A. Jack Nussbaum, Milwau- 
kee, Massachusetts Mutual, national 
committeeman. New directors are: Ab- 
ner Heald, John Hancock, Harold Kas- 
che, Aetna Life, and Gene Sanders, 
Equitable Life, Milwaukee; William 
Zeinemann, Bankers Life, and Richard 
Imig, New York Life, Sheboygan; 
Henry Koper, Jr., Bankers Life, Keno- 
sha; Lawrence Balza, New York Life, 
Green Bay; George Holgate, Penn Mu- 
tual, Eau Claire; George Cameron, 
Northwestern Mutual, Neenah; Robert 
Judd, Phoenix Mutual, Madison; Joseph 
Wolff, ‘Continental Assurance, Mani- 
towoc, and Dwight Teas, Aetna Life, 
Wisconsin Rapids. 


Conference Clinic Held 


The conference clinic in the after- 
noon, a new feature, had E. G. McDon- 
ald, Sheboygan, first state president, 
as chairman. E. P. Balkema, Northwest- 
ern National Life, Detroit, past president 
of the Michigan association, was discus- 
sion leader on association affairs, cover- 
ing programs, membership, attendance, 
publicity, legislation and other local 
problems. A dinner dance and floor 
show was held at the Pine Hills Coun- 
try Club in the evening. 

At the sales congress Friday Frank 





_ McNamara, Waukesha, was chairman. 


Life insurance sales movies were shown 
by Vernon Swenson of the Sheboygan 
vocational school and Royal E. Meyer, 
Old Line Life, president of the Mani- 
towoc association. 

Peter Walraven of the Chicago  re- 
gional office of social security adminis- 
tration, told how life men can contribute 
to a better understanding of old age and 
survivor insurance. 

William E. North, northern Illinois 
manager of New York Life, spoke on 
“The Road Ahead,” appraising the fu- 
ture possibilities in the business. ““What 
Do You Mean—Etate Planning?” was 
discussed by Lewis Stocking, Milwaukee 
attorney. 

Turning to the days of yore, Harold 
Cummings, president Minnesota Mutual 
Life, described the average man of 


earlier day as a “Lucky Grandpa.” He 
commented that the working man for- 
merly could put aside savings and by 
means of proper investments could save 


enough in his working lifetime to retire- 


with adequate financial protection for 
the future. However, the way of life in 
this country now makes it impossible 
for the average man to put away enough 
money, after taxes, to build up a retire- 
ment income at the current rates of in- 
terest earned by most investors. 
“From the standpoint of producing 
regular monthly income at retirement,” 
Mr. Cummings said, “regular monthly 
savings of $100 per month from age 35 
to 65 invested at today’s current and 
safe interest rates, would produce no 
more income at age 65 on a net interest 
basis, than a savings of $42 per month 
for the modern retirement income plan 
of insurance puchased from 35 to 65, 
Today a man at age 65, with social se- 
curity and his personal life insurance 
plans with retirement life income op- 
tions, is truly a ‘Lucky Grandpa,’ as a 
result of advantages of earlier days.” 


Quarter Million Group Meets 


The Wisconsin Quarter ‘Million Dol- 
lar Round Table also. held its annual 
meeting, with Stephen Klarer, Milwau- 
kee, Northwestern Mutual, as chairman. 
Paul F. Millett, Chicago tax attorney, 
gave a talk on estate planning and an- 
other on business insurance, each fol- 
lowed by a question and answer period. 

The new executive committee is com- 
posed of Alfred Korbel, Central Life, 
Milwaukee, chairman; Richard M. For- 
ester, Mutual Benefit Life, Milwaukee, 
secretary; Franklin Van Sant, National 
Guardian Life, Madison, and Mr, 
Klarer. 


Cincinnati Assn. Elects 
W. H. Blohm President 


W. Henry Blohm, general agent for 
Provident Mutual Life, was elected 
president of the 
Cincinnati Assn. of 
Life Underwriters 
at the annual meet- 
ing last week. A. 
M. Kayser, State 
Mutual, is vice- 
president; B. F. 
Heald, general 
agent Lincoln Na- 
tional, is secretary, 
and W. H. Brun- 
ton, Mutual Benefit 
Life, is treasurer. 

New _.§ directors 
are: Ry WD Ross; 
assistant general 
agent John Hancock, and W. L. Roth, 
manager for Western & -Southern. W. 
B. Hardy, New England Mutual, was 
elected national executive committee- 
man, and T. W. Strange, manager Ohio 
National, is Ohio association representa- 
tive. 

Mr. Blohm has been a resident of 
Cincinnati since 1941 when he became 
a partner in the S. P. Ellis agency of 
Provident Mutual. When Mr. Ellis re- 
tired in 1944, Mr. Blohm became sole 
general agent. He entered the life busi- 
ness in 1930 at New York as a broker, 
joining Provident Mutual in 1936 at 
Newark. Three years later the was 
named supervisor at New York in the 
Shoemaker agency. He has been a di- 
rector, secretary and treasurer of the 
Cincinnati association. 


Duellman Minneapolis Head 


The Minneapolis Life Underwriters 
Assn. has elected A. B. Duellman, man- 
ager for John Hancock, the new presi- 
dent. W. LaVon Robison is first vice- 
president, Falconer. Thomas, second 
vice-president and Rollo Wells, secre- 
tary-treasurer. 

O. J. Arnold, president Northwestern 
National Life, was elected a trustee, and 








W. H. Blohm 
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Lloyd Swanson and Palmer Anderson 
were named directors. Retiring Presi- 
dent Arthur W. McMillan becomes 
chairman of the executive committee. 
About 170 attended and enjoyed a golf 
match and bridge party. Louis Gross, 
former general agent for State Mutual, 
was master of ceremonies. 


New San Francisco 
Officers Are Installed 


Edward E. Keller, manager of Reli- 
ance Life, was installed president of the 
San Francisco Life Underwriters Assn. 
Thursday. Homer E. Anderson, New 
York Life, is vice-president representing 
personal producers and Harry W. Day, 
New England Mutual, secretary. New 
directors are George Anderson, Manu- 
facturers Life; James V. Lawry, North- 
western Mutual, and John W. Boyd, 
Connecticut General. 

Other vice - presidents, representing 
the general agents and managers, the 
Quarter Million Round Table, women’s 
division and C. L. U., are yet to be 
elected by those divisions. 


Mo. Officers Are Selected 


Seth B. Turk, district manager in 
Springfield, Mo., for Equitable Society, 
has been appointed secretary-treasurer 
of the Missouri Assn. of Life Under- 
writers. H. A. Hedges, Kansas City 
general agent Equitable Life of Iowa, 
will serve as coordinator of committees 
to assist President J. F. Trotter, Kansas 
City manager of Mutual Life, in formu- 
lating and directing activities of various 
committees. W. W. Dillener, New 
York Life, St. Joseph, is first vice- 
president, and Richard Bennett, Reli- 
ance Life, St. Louis, second vice-pres- 
ident. 


Sherer Des Moines Head 


DES MOINES—Robert E. Sherer, 
Phoenix Mutual, has been elected presi- 








Assuring More Than 


ONE BILLION 
DOLLARS 


OF 
FINANCIAL 
SECURITY 


Serving Policyholders 
from Coast to Coast 


SANKERS Ke COMPANY 


Established 1879 


dent of the Des Moines Assn. of Life 
Underwriters. E. A. Snow, Aetna Life, 
is vice-president; Criss S. Keller, Gen- 
eral American, secretary; | Richard 
Strauss, Connecticut General, treasurer, 
and Roy L. Swarzman, Equitable So- 
ciety, retiring president, state national 
committeeman. 

New board members are E. R. Brock, 
Penn Mutual; Parker Crouch, Equitable 
of Iowa; Sherry Fisher, Connecticut 
Mutual; Fred Haskins, John Hancock; 
John Lentz, Metropolitan, and Eric Oh- 
man, New England Mutual. 


West Chester, Pa.—At a meeting of the 
Chester County Association, J. G. Bruce, 
vice-president and secretary of Colonial 
Life, discussed those phases of the actu- 
ary’s duties in which agency men would 
be most interested. It is increasingly 
recognized that a fundamental function 
of the actuary is to develop understand- 
ing between the field force and the home 
office administration, he said. 


St. Paul—Warren Lundgren, North- 
western Mutual Life, is the new presi- 
dent. Norbert Winter, Minnesota Mutual 
Life, was named national committeeman; 
Phil Birmingham, vice-president, and 
William H. Nelson, secretary. 

Springfield, Mass.—Harold W. Chader, 
general agent Connecticut Mutual, was 
elected president at the annual meeting 
and outing. Edward J. Brennan, John 
Hancock, is first vice-president; Robert 
Volk, New England Mutual, second vice- 
president; G. Fred Affieck, Equitable So- 





ciety, treasurer, and Grace R. Colton, 
Massachusetts Mutual, secretary. 
Waterloo, Ia—A. N. Caines, Equit- 


able Life of Iowa, was reelected presi- 
dent at the annual meeting. C. R. Runion, 
Prudential, former secretary, was named 
vice-president and J. Vincent Wallace, 
Mutual Life, secretary. 

Buffalo—Maurice S. Tabor, Travelers, 
has been elected president; Raymond 
Spurr, National, Vt., first vice-president; 
Lloyd W. Tooley, Phoenix Mutual, second 
vice-president; Chauncey D. Cowles, 
Metropolitan, treasurer, and John C. 
Kratzenstein;' Northwestern Mutual, sec- 
retary. 

San Antonio—Highlights of the Hous- 
ton convention of the Texas association 
were given by J. I. Jordan, newly elected 
president; B. T. Matteson, director, and 
G. Archie Helland, retiring president. 
President Helland presented the 100% 
certificate of membership to 10 agencies. 
Ronald Vincent, Travelers, acting for the 
association, presented brief cases to the 
retiring secretary, Grover Quillen, Bank- 
ers Life of Des Moines, and Ward 
McClure, treasurer, American Hospital & 
Life, and a Remington rifle to President 
Helland. 

Spartanburg, S. C.—Walker A. Holt has 
been reelected president. C. E. Harper 
is vice-president and J. I. Ratteree, sec- 
retary. 

Lansing, Mich.—Ernest J. Shassberger, 
Aetna Life, has been elected president. 
Vice-president is Victor G. Leyrer, Ohio 
National; secretary, Francis F. Barnhart, 
New York Life; treasurer, Lawrence R. 
Kreiser, Northern Life of Canada. 

Jackson, Mich.—Donald B. Cook has 
been elected president, succeeding Thom- 





as Hawkins. Vice-president is Charles 
Pickford; secretary, Anthony Doyle; 
treasurer, William Henning; national 


committeeman, Sam Goldfarb. 

It was decided to invite the state con- 
vention here in May, 1949. 

Waukesha, Wis.—William A. Freehoff, 
Wisconsin Life, has been elected presi- 
dent of the Waukesha county association, 
succeeding E. C. Hall, Northwestern Mu- 
tual. J. Russell Morris is vice-president; 
Frank G. McNamara, Old Line Life, na- 
tional committeeman; Edward T. Domke, 
Mutual Life, secretary; Frances Buelow, 
New York Life, treasurer. 

West Virginia—Speakers at the sales 
congress at Bluefield included Judd C. 
Benson, Union Central, Cincinnati; Her- 
ber R. Hill, Life of Virginia, Richmond, 
and C. Brainerd Metheny, Fidelity Mu- 
tual Life, Pittsburgh. 

Los Angeles—At the women’s division 
meeting June 23, Sophie Bliven, Manhat- 





| 
| 


tan Life, immediate past chairman of the 
division, will speak on “Women in the 
Insurance Field.” 

Wichita—New officers 
Earl Strimple, Mutual Life, succeed- 
ing John Carter; vice-presidents, L. D. 
Carter, National Life & Accident, and 
Levi B. Rymph, Columbian National; 
secretary, John Kincheloe, Connecticut 
Mutual. 

Ames, Ia.—Roy E. Gibbs, John Han- 
cock, Boone, was elected president of the 
| Central Iowa association at the annual 
meeting. Harold W. Olson, Business 


are: President, 
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Men’s, Ames, is vice-president; A. B. 
Deering, Jr., Equitable of Iowa, Boone, 
secretary, and A. L. Foster, Travelers, 
Ames, treasurer. 

Dodge City, Kan.—Charles Henry, Vic- 
tory Life, has been elected president, 
succeeding Charles Holladay, Kansas 
City Life. Vice-president is Ralph Coch- 
ran, Equitable Society; secretary, Vaughn 
Kimbrel, New York Life. 

Topeka—oO. T. Cropper, recently retired 
general agent of Aetna Life, has been 
made an honorary life member. 

Emporia, Kan.—Dr. Thomas Butcher 
spoke on “The Applicant from the Exam- 
iner’s Standpoint.” 

Columbia, 8S. C.—Harry D. Haigler, Life 
of Virginia, is the new president; Robert 
H. Lovvorn, Volunteer State Life, vice- 
president; John W. Marion, Aetna Life, 
secretary, and Curtis C. Gillespie, Caro- 
lina Life, treasurer. 
| Mansfield-Ashland, 0.—J. Howard Cul- 
ler of Ashland was elected president at 
a brief business session following a golf 
and fun outing. W. E. Good of Mansfield 
is vice-president and W. C. Leister, Ash- 
land, is secretary. 

Robert Alander, a Mansfiield psycholo- 
gist, gave an address. Richland County 
Recreational Center hereafter will be the 
permanent meeting place. 

Washington, D. C.—William B. Rumple 
was installed as president; Charles F. 
Suter as first vice-president; William J. 
McCausland, 2nd vice-president. 

Former Congressman Jennings Ran- 
dolph, West Virginia, gave a talk in 


which he warned that government inter- 
vention in the soft coal strike that is 
threatened for July would be a blow at 
private industry. A strike would result 
in government operation of the coal in- 
dustry, he said, which will mark a trend 
toward nationalization of the transporta- 
tion and communications industries. 


San Jose, Cal.—New president is Lester 
J. Johnson, Occidental Life. Richard M. 


Slater, Monarch Life, and Kenneth J. 
Newfarmer, Mutual Life, are vice-presi- 
dents; George A. Baxter, Prudential, 
secretary. 


Petersburg, Va.—J. R. Leard has been 
installed as president of the Petersburg- 
Hopewell association. Landon Meredith 
and George Olive are vice-presidents and 
Albert T. Powell, secretary. 

Fort Wayne, Ind.—Tom P. Riddle, Jr., 
New York Life, has been elected presi- 
dent, succeeding Theodore Fuelling. 
Joseph Clevenger, Guarantee Mutual, is 
vice-president; John Hamer, Provident 
Mutual, secretary. 

Indianapolis— Paul Speicher of Re- 
search & Review, will speak at the June 
26 meeting. 

St. Joseph, Mo.—New officers who will 
be installed July 1 are: President, M. M. 
McKenny, New York Life; vice-president, 
Don Day, Missouri; secretary-treasurer, 
William B. Smith, Penn Mutual; national 
committeeman, G. G. Phillips, National 
Life & Accident. 

Burlington, N. 
installed as president. 
Bill Davis are _ vice-presidents; 


Cc.—J. G. Barham was 
John Pace and 
Odell 
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WE ARE STILL “IMPROVING” 
THE “FIELD MAN‘S CONTRACT” 


NEW ADDITIONS — 
A—Life Time Renewals 
B—Group Insurance 


C—Group Hospitalization 


UP-TO-DATE POLICY FORMS 
BASED ON C. S. O. TABLES 
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A “Career Man's” Company 


Guarantee Mutual Life Company 


A. B. OLSON, Vice President 


Founded 1901 
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Nebraska 





Salmon, secretary; M. C. Stevenson, state 
director, and R. O. Browning, national 
committeeman. 

Greensboro, N. C.—James B. Taylor, 
vice-president for two years, has been 
elected president; W. G. Booker and W. 
D. Hinton, vice-presidents; A. H. Mc- 


Glamery, state committeeman, and A. T, 
Haley, national committeeman. 


Roanoke, Va.—New officers elected are: 
H. Stanley Bailey, president, to succeed 
Paul C. Agee; Julius T. Neely, vice-presi- 
dent; Arthur Fox, secretary-treasurer, 








AGENCY MANAGEMENT 





Utah Managers Elect 
Kernodle as President 


Oliver P. Kernodle, Penn Mutual 
Life, Salt Lake City, was elected pres- 
ident of the Utah 
Life Managers 
Assn. at the annual 
meeting. He _ suc- 
ceeds Harry J. Sy- 
phus,_ Beneficial 
iste. ~D:.-F ord 
Crandall, Metro- 
politan, is vice- 
president; Elmer 
F. Davy, Home 
Life, secretary- 
treasurer. On the 
executive commit- 
tee are Ernest 
Halvorsen, Kansas 0. P 
City Life, chair- Ren 
man; D. C. Stephens, Security Life & 
Accident; Kenneth W. Cring, Pacific 
National Life; Virgil H. Smith, Benefi- 
cial Life, and Max Rasmussen, Occi- 
dental Life. 

Special guests were Grant Taggart, 
California-Western States, Cowley, 
Wyo., former N.A.L.U. president, and 
Frank Bland, Pacific Coast manager of 
THE NATIONAL UNDERWRITER. In the an- 
nual tournament between the “Cow- 
boys” and “Indians,” both sides claimed 
to have won. 





Kernodle 


Ideal Agency Recruit Is 
Described by H. R. Smith 


CINCINNATI—Young men are en- 
tering the life business because they 
have reason to believe that it offers a 
career of which they can be proud, 
Horace R. Smith, Purdue University, 
told the Associated Life General Agents 
& Managers management conference 
here. Agencies who desire to build 
strong men should be thinking about 
men in the neighborhood of 27 years of 
age who have had military experience, 
who have had at least two occupational 
experiences or changes since the war 
and who have definitely decided to 
settle down for a career, he advised. 

A survey of the successes of the men 
who have attended Purdue produces a 
further composite young man who is 
married, has at least one child, owns an 
automobile, has $1,000 saved, has a back- 
ground of a least two years of college 
and is the owner of at least $7,500 per- 
sonal life insurance in addition to N.S. 
L.I., Mr. Smith stated. 

This young man has a desire to make 
money, has a consciousness of sales 
power within himself, has belief in the 
personal responsibility of the average 
family man of America and has the 
positive conviction that life insurance is 
the soundest vehicle that the family 
head may use along the route to finan- 
cial independence. 

This composite young man needs to 
be trained, first as a salesman, second, 
in the skills of applying life insurance 
to personal needs, for estate creation 
and establishment of thrift habits. The 
next logical step is the preparation of 
definite work objective based upon 
known ratios which will produce posi- 
tive results. He is not interested in ba- 
loney, ballyhoo, or bombastic bits of 
prosaic clichés. He wants sound sales 
approaches, techniques and instruction 
for constructive analysis of the markets 
‘best suited to his personality. 

He has a right to expect complete, 
conscientious and consistent field super- 
vision and cooperation on the part of 
the manager or general agent, Mr. 


Smith asserted. He has a right to ex- 
pect 


and receive complete follow- 


through on all promises made at induc- 
tion and of plans set forth as part of his 
own training objectives. 

Other speakers were F. N. Winkler, 
general agent Mutual Benefit, and J. A, 
Hill, general agent Aetna Life, Toledo. 


Albright Heads New Club 
Formed in Austin, Tex. 


The Life Insurance Management Club 
of Austin, Tex., was organized and these 
permanent officers elected: Ben Al- 
bright, Great Southern, president; Frank 
Moore, Southwestern Life, vice-presi- 
dent; Allen Cain, California-Western 
States, secretary-treasurer; directors, 
Raymond Brumley, Southland Life; 
Richard N. Lewis, Great National; 
Boyd Weide, Minnesota Mutual, and 
Ted Thompson, Western Reserve. 








Weaver Ore. Managers Head 


A. M. Weaver, Sun Life of Canada, 
was elected president of the Life Manag- 
ers Assn. of Oregon at the annual meet- 
ing and golf party. Linton Erbland, 
Penn. Mutual, is vice-president, and M. 
L. Williams, Mutual Life, secretary- 
treasurer. 

New directors are H. L. Sallee, Cali- 
fornia-Western States; J. Richard 
Ward, Equitable of Iowa; Gordon Or- 
put, New England Mutual, and Harold 
Drake, Equitable Society. 


Hear Stanford Professor 


The San Francisco General Agents & 
Managers Assn. was assured by Prof, 
David E. Faville of the school of busi- 
ness, Stanford University, that while 
there may come a business recession— 
which he doubts would be serious—Cal- 
ifornia will not suffer as severely as 
other states. 

The annual golf tourney will be held 
June 27 at Peninsula Country Club. 








Okla. Managers Elect 


At the annual picince and golf party at 
the Oklahoma City Golf & Country 
Club, new officers were installed by the 
Oklahoma General Agents & Managers 
Club: L. C. Waring, Bankers Life, 
president; J. Bryan Johnson, Business 
Men’s Assurance, vice-president, and F. 
E. Pence, Aetna Life, secretary. Mal- 
colm C. White, Pacific Mutual, is a new 
member of the board. 

Three life insurance motion pictures, 
“American Portrait,’ “Search for Se- 
curity” and “Yours Truly—Ed_ Gra- 
ham,” were shown. 


No. Cal. Conference Oct. 2 


The second northern California life 
agency management conference will be 
held Oct. 2 at the Claremont Hotel, 
Berkeley. Don E. Munro, Union Cen- 
tral, San Francisco, is chairman. 








Lansing Managers Elect 


New officers of the Lansing (Mich.) 
Life Managers & General Agents. are: 
President, F. A. McCartney, Equitable 
Society; vice-president, H. J. Root, Re- 
liance Life; secretary-treasurer, C. F, 
Doane, Manufacturers Life. 





Panel on Mismanagement 


At the annual outing of the San Fran- 
cisco General Agents & Managers Assn. 
June 27, a panel discussion on misman- 
agement to be conducted by Kearney 
Walton, general agent of Phoenix Mu- 
tual and a former actor. Officers will 
be elected. 
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SALES MEETS 


N. W. Mutual Agents 
Plan for Meeting 


MILWAUKEE — Special features 
commemorating the 90th anniversary of 
the Northwestern Mutual Life are be- 
ing — for the 67th annual meet- 
ing of the Northwestern Mutual Asso- 
ciation of Agents here July 21-23. Pres- 
ident Edmund Fitzgerald will welcome 
the agents in his first appearance be- 
fore the association as head of the 
company. 

Agents from all parts of the country, 
including the largest number of million 
dollar producers, will attend. Advance 
registrations indicate many agents will 
bring their wives and special luncheon 
parties are being arranged for the 
women, in addition to the general eve- 
ning social features. 

A record number of winners of honor 
system and production awards will be 
presented. The program will incorpo- 
rate many ideas expressed by members 
in response to questionnaires, Speakers 
from the field as well as the home office 
will present sales ideas and procedures 
of interest to all types of agents. 

Association officers and other com- 
mittee members who met in Milwaukee 
to plan the meeting were Guy E. Mor- 
rison, Indianapolis, president; M. A. 
Carroll, Oshkosh, vice-president; H. J. 
Schwahn, Milwaukee, secretary-treas- 
urer; Chairman Mage; J. Robert Guy, 
New York; Willard L. Momsen, Bos- 
ton; George M. Venable, Columbus, Ga., 
and Richard M. Hefter, Chicago. 


J. S. Kerns Holds First 
Annual Rally as Manager 


The Salt Lake City general agency of 
Northwestern Mutual Life headed by J. 
S. Kerns, held its annual meeting there. 
The agency has recorded an 84% in- 
crease for the first five months of 1947. 

Mr. Kerns took over the agency in 
April, 1946, so the meeting just held is 
the first under his management. 

Home office men present were 
R. J. Dolwick, assistant director of agen- 
cies, and Howard Cundy, agency assist- 
ant in charge of pension trust depart- 
ment. 

Agents from Utah, Idaho and Nevada 
attended. 

Special recognition was accorded 
Charles C. Guilford, who led the agency 
in May with over $100,000 in sales. 


Ready for Big Lincoln 
National Eastern Rally 


About 300 qualifiers and company of- 
ficials will attend the eastern regional 
sales congress of Lincoln National Life 
at Mount Washington Hotel, Bretton 
Woods, N. H., June 24-26. 

From the home office there will be: 


TRAINING 
AND SALES 
EXECUTIVE 


This man, in early forties, has over 
15 years life insurance experience, 
including considerable field train- 
ing work. Fine personal qualities 
with master’s degree and proven 
executive ability. Capable of han- 
dling agency supervision or direc- 
tor of training. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
330 S. Wells Chicago 6, Ill. 


























XUM 


A. J. McAndless, president; C. F. Cross, 
vice-president and manager of agencies; 
Dr. W. E. Thornton, 2nd vice-president 
and medical director; Frank J. Travers, 
2nd vice-president; Henry F. Rood, ac- 
tuary ordinary department; D. B. Se- 
mans, chief underwriter; Dr. Geo. M. 
Graham, assistant medical director; J. J. 
Klingenberger, agency secretary; W. T. 
Plogsterth, director of field service; A. 
H. Hammond, superintendent of agen- 
cies; W. C. Brudi, superintendent of 
agencies; Arthur C. Rogers, manager of 
group department, and John P. White, 
adv eset tend manager. 


CHICAGO 


COUNTRY GROUP MOVES 

By next week the three insurance 
companies that are subsidiaries of IlIli- 
nois Agricultural Assn. will be installed 
in their new offices in the building at 43 
East Ohio street, Chicago, which the 
agricultural association purchased last 
year. Country Mutual Fire moved into 
that building last week, Country Life is 
making the transfer this week and 
Country Mutual Casualty will do so 
next week. These companies have been 
located in the Transportation building 
along with the other activities of the 
agricultural association. 

The new building was the one that 
was put up by the old American Bank- 
ers Insurance Co. of Jacksonville, Ill. 
It is a 12 story structure. 

Country Life will occupy the third, 
fourth and one-half of the fifth floor. 











MANUFACTURERS HOUSE WARMING 


Manufacturers Life gave a house 
warming in its new office in room 505, 
One North LaSalle street, Chicago, 
Wednesday afternoon. Manager Loren 
Reitz was in charge of the function. The 
head office was represented by A. Kinch, 
director of agencies, and J. A. Broad- 
bent, agency superintendent. 





TWO GOLF OUTINGS ARE HELD 

The Chicago Life Insurance & Trust 
Council Wednesday held its annual 
golf party. The Life Agency Super- 
visors of Chicago held its golf outing 
Thursday at Nordi¢ Hills Country Club. 


NEW YORK 


AGENCY TOPS $8 MILLION 

The A. J. Johannsen agency of North- 
western Mutual, New York, wrote eight 
million dollars from June 1, 1946, to 
June 1, 1947. There are 21 men who 
set the mark, five of them in life insur- 
ance less than five years. They aver- 
aged more than $300,000 in Northwest- 
ern Mutual and $100,000 in other com- 
panies. 














KRUEGER & DAVIDSON RALLY 

The Krueger & Davidson agency of 
Northwestern Mutual at New York had 
an agency meeting and dinner last Fri- 
day. Laflin C. Jones, assistant director 
of agencies, was present from the home 
office. Thts agency observed its third 
anniversary. During the company year 
from June 1, 1946, to June 1, 1947, the 
production of 30 men in the agency 
reached $12 million. About one-third of 
the agency men have been in life insur- 
ance less than five years. Six of the 
agents qualified for the Million-Dollar 
Round Table. They are David B. Flue- 
gelman, Albert M. Otterbourg, Harold 
L. Barnett, Alvin H. Cohen, Albert 
Phillipson, and Stanley Borchard. 


RECORDS 


UNION CENTRAL—Production during 
May amounted to $9,693,270, an increase 
of 18% over the preceding month. 

FRANKLIN LIFE—May production of 
more than $13,222,000 A ge Pm annui- 
ties) brought new sales to a total of 
more than $61,445,000 for the first five 
months. Assets expanded to $99 million, 











and at May 31 insurance in force passed 
$477 million. Paid business for the first 
five months of this year shows a gain of 
18.4% over the same period last year. 


EQUITABLE. LIFE OF I0WA—May 
new paid business totaled $9,433,364, 
whijle sales for the year to date are. 
$49,210,064. Life insurance in force was 
increased by $6,369,136 during May to 
$868,394,425. 


MINNESOTA MUTUAL—Paid business 
registered a gain of 19.6% for the first 
five months. Ordinary issues increased 
- period, while group in- 
creased 48.3 

NEW BNGLAND MUTUAL — Reports 
new business gain for the first five 
months of 19% over last year. The San 
Francisco agency, , Monsees by David S. 
Kamp, with a 146% gain over last year, 


has already fulfilled its 1946 quota, the 
first to do so. : 

Boston-Hays continues as the leading 
agency in volume production, followed 
by Boston-Summers and Hays & Brad- 
street, Los Angeles. 

BANKERS LIFE OF 10WA—lInsurance 
paid for through May 31 totaled more 
than $62,700,000, of which $54,250,000 was 
ordinary. The increase is more than $9 
million, or 18% over the same period 
last year. Insurance in force now stands 
at $1,195,000,000, an increase of about 
_ million ‘in the last year. 


Ivan _ G. Olinsky, New York artist, 
is in Minneapolis to paint a portrait 
of O. Arnold, president of North- 
western National Life. 





Illinois Bankers Life 


Strong and Progressive 


Monmouth, Illinois 
A RECORD OF PROGRESS 
Financial Statement 
December 31, 1946 


Assets 
UO. &. Gewaemmant GeemeMie sds. occa cacwd cess Ctiietk xsideooenl $16,637,655.34 
—, —- 
ENE. 6 witnvesd Gee ce ate caked don bas bkheb cadet +226, 
Ana eb ye A spesshcr ides Syapabsenveraeness - ianar 
ate an IGMRS wake cneivie<< 4s ebed ob's nor 

Industrial and ‘Miscellaneous usias sb vwebdwe Chace aoe 40000 2,296,440.24 
CHEE To se Sa eadwndiecaveewc hayes cede swat cteclsidene 2,022,146.43 
First Mortgage Loans— 

ee errr er Cee rere i) ae 797. 

CEES 5 POMAU RIE, cc iinas 60s nvwencugieuenadioenal 1,891,684.47 2,689,521.00 
Real Estate— 

WENO cc aks eaes eaee ct ecures Snes eeecuReaeed 327,146.30 

CHF PI ODOCUIOE 5 is cnn Sadcen cdeedacchucovaas 659,432.20 
Real Estate Sold Under Contract— 

BE a ee ree AE pe 191 

ER SROMOREIM cv accckdenckuveccGeauen sents. 228,311.22 419,549.72 
Policy Loans and Interest— 

weoured UY Policy Bemetwee oii ee conc sabin hbase dnwe cad 4,235,013.43 
Stocks— 

FUGEOUvOR ONE COMMON 5. oc dec Sekbac cides cae 631,325.43 
Premiums— 

DUG: Ge VIOTGINOG Soo sac io obs he kcka ck ade kae hee nad 443,959.71 
Interest and Rents— 

Due and Accrued and Other Assets................00000- 106,522.83 

WEEE. Sh derGasu ved eueenee geod cuetalsieetin custo $30,141,566.33 
Liabilities 
Policy Reserves—To meet policy obligations as they become 

due by death, maturity or disability................cccceee $23,155,051.14 
CRAM TG I aio oi ao Sinead ns ans beaten sndnat NONE 
Reserve for Death and Disability Claims— 

Upon which proofs have not been completed.............. 204,030.87 
Reserve for Claims—Upon which Notice of Death or Disability 

had not been received on December 31................-00: 54,039.80 
Present Value of Installment Claims.......................-. 208,836.54 
Trust Funds—<Association Policies...............cccccecccece 2,305,903.49 
Policyholders’ Funds— 

Dividends and Savings left on Deposit........ $1,081,936.84 

Dividends due and Declared...............00. 47,126.36 . 

Premiums and Interest, Paid in Advance..... 141,798.51 1,270,861.71 
Ser CRG NE oe hb dc cccdeatcctacndesweicccescbcuecenl 23,011.58 
WMO US BE We ko cs cwidece ll akedsaciuvetuscinseerutess 98,681.57 
MOOR NU TUIINNNs 6 8 oias oc hi cticcicctetidedctocdeveswes 165,293.75 
Contingency Reserve for Fluctuations in Asset Values........ 300,000.00 
Total Policy Reserves and Liabilities... ...............00eeeeee $27,785,710.45 

CRONE 4 cc ud bee dideees Mékwaceedaaweeameee 000, 

DUE Na vcacestuteceetibsecctvedasecesaanel 2,155,855.88 
Surplus to Protect Policyholders.............ccccccccecceecs 2,355,855.88 

WON  cnecanccnaespukecawee bi neseewudeecsasakuscaeane $30,141,566.33 


Assurance Company 








Life Insurance in Force.... 


Increase of Life Insurance in Force in 1946........ $5,502,249.00 
Payments to Policyholders and Beneficiaries in 1946 $2,367,457.00 
Gain in Assets in 1946............. $702,814.99 
Gain in Surplus in 1946............ 202,566.55 
REE pa tg = Bee; REG ks RSA: HEALTH 


eee $116,942,361.00 








LIFE INS 


John S. Baima Agency is seeking 


giving full details, to 





OPPORTUNITY 


ence to assist in management. Applicant should be under 50, ability 
to train men and possess a good production record. Expanding 
Company program offers opportunity for rapid promotion. Write, 


JOHN S. BAIMA AGENCY 
2400 W. Madison Street, Chicago, Ill. 


URANCE 


a man with life insurance experi- 


Phone MONroe 4/0! 
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LIFE POLICIES — 


CHANGES — 





Occidental Offers 
Plans to Cover 
Mortgages | 


Three new plans designed to offer 
low cost life and disability insurance to 
homte -buyers through mortgage lend- 
ing institutions which hold their loans 
were announced by Occidental Life, Fea- 
tures are use of group or wholesale in- 
surance provided through the lending 
institution to give its common 
borrowers a low cost coverage that will 
pay off the remaining mortgage debt 
at death, and inclusion of disability in- 
surance which provides monthly bene- 
fits to the borrower to pay his mortgage 
instalments while he is laid up from 
accidental injury or sickness. 

Evidence was found by Occidental in 
its own files .of the large number of 
persons who die without provision for 
paying off their home mortgage in- 
debtedness or. become delinquent in 
monthly instalments due to loss of in- 
come from accident or illness. 


Plan Is Explained 


The mortgage cancellation plan pro- 
vides group protection for the full 
amount of the unpaid mortgage up to 
$10,000 and for payment of the full 
monthly mortgage instalment to age 65 
or prior pay-off during disability in- 
curred before age 60. This coverage may 
be extended-to all or a portion of the 
borrowers in an institution. The plan 
provides liberal non-medical and group 
underwriting rules. Premiums may. be 
paid by the lender, borrower, or shared. 
Where the borrower contributes to the 
plan, he adds the small monthly pre- 
mium tohis regular mortgage repayment 
instalment and. remits to the company. 
The same benefits are provided through 
wholesale insurance in most states 
which will not approve the use of group 
insurance on the common ‘borrowers of 
a lending institution. 


The optional mortgage redemption 
plan uses ordinary life insurance in cam- 
bination with accident and sickness to 
provide these benefits: Repayment of 
mortgage debt balance at borrower’s 
death, according to schedule in policy 
that reduces as balance is paid off; plus 
a monthly income of selected amount to 
widow for a limited period (usually two 
years) after borrower’s death; plus 
monthly disability income to borrower 
when incapacitated by sickness or in- 
jury in an amount equal to or greater 
than his monthly mortgage repayment 
schedule. 


Lifetime Disability Income 


Disability payments under this plan 
extend for life during continuance of 
disability, with no house confinement 
required the first year. Premiums are 
paid monthly to the lending institution, 
included with the monthly mortgage re- 
payment. 

This plan may be installed where as 
few as five mortgage borrowers want 
the coverage, or may ‘be ‘bought in- 
dividually from the company by the bor- 
rower where the lender does not install 
the plan. 

The critical period plan _ provides 
limited coverage on a group basis in 
cases where minimum premiums are 
sought. Under this plan, the insurance 
company continues to make the monthly 
instalment repayments for a_ selected 
period after borrower’s death. Premiums 
may be paid by the borrower or lender, 
or shared. 


Offers Juvenile Endowment 


Provident Life of North Dakota has 
brought out a juvenile endowment at 
65 which may be issued with waiver of 
premiums in event of death or disability 
of the payor prior to the child’s attain- 
ing age 21. Annual premiums, not in- 
cluding waiver of premium are: Age 0, 
$12.26; age 1, $12.27; age 2, $12.30; age 
3, $12.35; age 4, $12.44; age 5, $12.56; 
age 6, $12.78; age 7, $13.01; age 8, 
$13.26; age 9, $13.51. 


Metropolitan Shifts Varon 
and Vos in Michigan 


Jerome S. Varon, manager for Met- 
ropolitan at Pontiac, Mich., has been 
moved to Detroit. 

Joining Metropolitan in 1921 in the 
Morrisania district, New York, he was 


promoted to an assistant manager in 
1924. He subsequently was general as- 


sistant manager and in 1930 was ap- 
pointed manager at Juneau Park, Wis. 

John W. Vos, manager at Detroit, is 
transferred to Pontiac. 

Mr. Vos joined Metropolitan in 
Grand Rapids in 1929. In 1931, he was 
promoted to assistant manager of the 
district and in 1935 he was made a gen- 
eral manager, later becoming an agency 
sales instructor. He was appointed man- 
ager in 1941 at Racine. 





Jefferson National Names 
West Ft. Wayne Manager 


Price D. West has been named man- 
ager in Fort Wayne, Ind., for Jefferson 
National Life. He succeeds William D. 
Hooper, who has resigned to devote his 
entire time to personal production. 

Mr. West, for the last three years, has 
been assistant manager for Union. Cen- 
tral Life at Fort Wayne, and has been 
in the insurance business for 17 years. 
His headquarters will be in the Fort 
Wayne Bank building. 


Franklin Life in Utah 

Franklin Life has started operations 
in Utah and V. W. Bentley was ap- 
pointed general agent. He was formerly 
a leading’ producer for American Na- 
tional in Colorado. 





Howe Joins Mass. Mutual 


Earl Howe, with Dominion Life at 
Lansing, Mich., for 15 years, recently 
in the real estate field, has returned to 
life insurance as district agent there of 
Massachusetts Mutual Life. He attended 
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Reflection 


fidelity of poetic justice. 














Tue purpinc of any organization begins, paradoxically, at the top and pro- 
ceeds downward. This fact may not be ignored nor its truth nullified, for it works 
its effects with serene disregard to the theories of those who seek to refute it. 

Good and capable leaders attract to themselves men who possess the same 
attributes, and it is equally a fact that such leaders’ not only reject, but, either 
“Wittingly or unwittingly, repel followers who are basically bad or incompetent. 

The end result of*this law's operation is that no organization can ever be 
better than those responsible for its ideals and its methods. Every institution ts 
but the reflection of its governing personnel—a livingproof of the inescapable 
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G. 31. 


: 1946. 


June 20, 1947 


this week’s Massachusetts Mutual con- 
vention in Atlantic City as a guest of 
the company. He is a past president of 
the Lansing Life Underwriters Assn, 





Smith Oklahoma City Assistant 


Jay F. Smith, supervisor for the L. C, 
Waring agency at Oklahoma City for 
Bankers Life of Iowa, has been named 
assistant manager there. Mr. Smith has 
been with Bankers Life since 1940, be- 
coming supervisor four years later. He 
is a graduate of Oklahoma A. & M. and 
Texas Christian universities. 


~ COMPANY MEN 


J. H. Weber Midwest Life 
Superintendent of Agents 





John H. Weber, formerly Denver 
manager and, since Jan. 1, regional su- 
perintendent in the western division, 


has been appointed superintendent of 
agencies for Midwest Life of Lincoln. 

Joining Mr. Weber on the home office 
agency staff will be W. T. Young, lead- 
ing producer of the Denver agency, as 
training: supervisor. 

Howard F. Lyons, formerly assistant 
manager at Denver, will succeed Mr, 
Weber as head of the Denver agency, 
with Robert L. Weber as assistant man- 
ager, succeeding Mr. Lyons. 

’. L. Thompson, agency vice-presi- 
dent, will continue in general charge of 
the agency development and sales pro- 
motion program. 


Joins Statf of Natl., Vt. 


Elmer C. Warren has this week 
joined the home office staff of National 
Life of Vermont as associate in the de- 
partment of personnel. 

Mr. Warren has been with Colby Col- 
lege for 19 years as registrar ‘and di- 
rector of personnel. He served three 
years in the army air forces personnel 
distribution command as chief of per- 
sonnel affairs division. Before joining 
Colby College in 1928, he taught physics 
at Massachusetts Institute of Technol- 


ogy. 


Cole Agency | Assistant 


Stanley Cole, life agency supervisor 


for American Hospital & Life of San 


Antonio, has been promoted to assist- 
ant agency director. He will devote 
most of his time to life insurance work. 





Helphand Returns to Coast 


Ben J. Helphand has resigned as.ac- 


tuary of the South Carolina department 


to become actuary for a California com- 


pany. 


He was previously with Pacific 
Mutual Life. a 





ntial. Record 
Ordinary agencies of’ Prudential pro- 
duced an aggregate of $67,078,978 new 
ordinary during. anniversary month of 
the ordinary department April 28-May 
This was an increase of 20% over 


Newark produced $4,074,527; Dallas 
ran second with $2,288,528 and Kansas 


Yi City was third with $2,252,987. 


During the month, these agencies 
wrote a total of $70,313,302 of group 
life which was almost four times as 


- great as the 1946 record. 


i To Change Cal. License Plan 





Favorable report has been given on 
a California house bill to eliminate the 
certificate of convenience now used by 
life agents, which has been criticized by 


@ agents and company managers alike. It 


tightens up a little on qualifications and 
agents must pass an examination be- 
fore they can operate. Licensed agents 
objected to the certificate of convenience 


Zon the grounds that many a “one-case” 


agent used this period to write a few 
cases and then showed up for exam- 
ination, 
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~~ COMPANIES 


Utah Company Transformed 


Equitable Life & Casualty of Salt 
Lake City, which was organized in 1935 
as a mutual benefit type of company, 
writing life, health and accident, has now 
been converted to a stock company. It 
will continue to write a complete line of 
life and A. & H. coverages. Plans are 
being perfected to extend operations to 
additional states. 

The Salt Lake City Life Underwriters 
Assn. has voted to admit agents of this 
company as members, and has taken the 
same action in respect of Commercial 
Travelers of Salt Lake. 


Columbian National Now 45 


Columbian National held banquets 
celebrating its 45th anniversary at Buf- 
falo, Pittsburgh and Philadelphia which 
were addressed by Julian D. Anthony, 
president. Mr. Anthony’s theme was 
that if private insurance companies. fai 
to do an adequate job, legislation to 
make the federal government a strong 
competitor may be passed. 


Citizens Nat'l Ready to Go 


Citizens National Life, Indianapolis, 
chartered last December, now has com- 
pleted its goal of $200,000, capital struc- 
ture, President John Wilkins, Indian- 
apolis, announced. Paul J. Mills, Ko- 
komo, who was both secretary and 
treasurer, has resigned as treasurer and 
been replaced by Harlan B. Livengood, 
Indianapolis. 

New directors elected are Mr. Liven- 
good, Joseph E, O’Daniel, Evansville; 
Raymond A. Greely, Muncie; George 
R. Ranes, Terre Haute, and Lyle D. 
Hegg, Covington. 


AGENCY NEWS — 


Open Long Beach Agency 


Aetna Life officially opened its new 
general. agency at Long Beach, Cal. 
headed by Webb J. Correll and Rupert 
F. McCook, with a luncheon at which 
Wilmer M. Hammond, Los Angeles 
general agent presided with more than 
100 in attendance. 

President Morgan B. Brainard, Vice- 
president R. B. Coolidge, Don E. Han- 
son and N. M. DeNezzo, assistant su- 
perintendents of agencies; J. Denny Nel- 
son, field supervisor, and Robert H. 
Wylie of the accounts division, were 
on hand from the home office. 

The new general agency will cover 
Orange county and the city of Long 
Beach, which territory was relinquished 
by Mr. Hammond. 


Campbell & Vineyard Hold School 


The six day annual life insurance 
school of the: Campbell & Vineyard 























agency of Aetna Life, Little Rock, was 
held for 22 agents at Petit Jean Moun- 
tain State Park. Plans have already 
been made for a session in June, 1948, 
at Mather Lodge. 


ACCIDENT 


A.M.A. Council Orders 
Wis. Medical Plan Merger 


MADISON, WIS.— The Wisconsin 
State Medical Society has announced 
that the council on’ medical service of 
the American Médical Assn., meeting at 
Atlantic City as a board of arbitration, 
has ordered consolidation of the physi- 











the by-laws provides for an assistant 
secretary-treasurer, and Howard Bland, 
Security Life & Accident, was selected 
to that position. Melvin G. Pendle- 
ton, World, and Leo R. Porter, Colum- 
bian National Life, were elected to the 
executive committee. 

A resolutian was adopted protesting 
the enactment by Congress of a meas- 
ure pfoviding for a nation-wide sy stem 
of prepaid medical and dental services. 
Walter M. Jones, Business Men’s As- 
surance, chairman of the legislative 
committee, was directed to wire Utah’s 
congressmen a protest against the pas- 
sage of such a measure. 

The club ended the year with a paid 
membership of 68, the highest it ever 
has had. 





cian-operated prepaid medical and sur-" Reports on the G. R. Clark 


gical care insurance plan of the Milwau- 
kee County and Wisconsin state medical 
societies. The council ruled that the 
merged jnsurance system shall be state- 
wide, incorporating Milwaukee Surgical 
Care Plan and. the state Wisconsin 
Physicians Service Plan, and be under 
control directly proportionate to the 
physician population in Wisconsin. Both 
plans are to function as now until the 
new organization is set up and present 
subscribers are to be protected through 
existing reserves. 

The two societies have been at odds 
over which shall control prepaid medical 
insurance plans in Wisconsin, with the 
county medical society refusing last fall 
to turn over its assets and subscribers 
to the state society for inclusion with 
the later-organized Wisconsin Physi- 
cians Service. 


M. E. Noblet Elected 
President at Indianapolis 





At the annual meeting of the Indian- | 


apolis Accident & Health Club, M. E. 
Noblet, general agent of North Ameri- 
can Accident, was elected president; O. 
H. Goodrich, Business Men’s 
ance, vice-president; Wendell C. Taylor, 
Taylor Publishing Co., secretary-treas- 
urer. J. R. Cain, Continental Casualty 
is chairman executive committee. Other 
members are Neaver, Secured 
Casualty; Noel Iliams, Business Men’s 
Assurance; Charles E. Ray, Hoosier 
Casualty and Rex Rafferty, Pacific Mu- 
tual Life. 

Mr. Taylor was appointed voting dele- 
gate to the National association meet- 
ing in Boston, with C. Norman Green, 
Hoosier Casualty, as alternate. 


Richardson New President 
of Utah A. & H. Club 


SALT LAKE CITY—At the annual 
meeting of the Utah Accident & Health 
Club, Persyl Richardson, Mutual Ben- 
efit Health & Accident, was elected pres- 
ident, succeeding L. McQuarrie, 
Washington National. Vice-president is 
John E. Hall, World, Ogden. Parley 
Woolsey, Mutual Benefit H. & A., was 
reelected secretary. An amendment to 
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$$ THERE ARE LOTS OF THESE DOLLARS $$ 
TO BE MADE WITH OUR DIRECT AGENT'S CONTRACT! 


We Believe THE SMALLER CITIES OFFER THE BEST 
OPPORTUNITIES FOR YOUR SUCCESS ... . 


Attractive Territory Available In 


KENTUCKY 
LOUISIANA 


For further information write to J. DE WITT MILLS, Supt. of Agents. 
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The Illinois department has released 
a report of an examination of George 
Rogers Clark Mutual Casualty of Rock- 
ford as of Dec. 31, 1946, in which it 
is brought out that the assets were 
$648,694 and surplus was $202,634. Rob- 
ert W. Nauert is president and general 
manager Some 50 forms of accident 
and health, and hospitalization insurance 
are provided. 

The company 
mail advertising 


has reduced jits direct 
and is building an 


agency organization, and the mail order 
policies in force have been liberalized. 
Most of the policies carry a membership 
fee ranging from $3 to $12. 

There were 250 agents and 24 general 
agents. The average commission paid is 
32%. 

Premiums earned in 1946 were $1,- 
722,874, losses incurred $613,582, loss 
adjustment expenses incurred $102,573, 
underwriting expenses $957,914, gain 
from underwriting $48,804. The loss 
ratio was 35.61, underwriting expense 
ratio 55.6. 





Schenck Detroit President 


DETROIT—Ben Schenck, American 
Hospital-Medical Benefit, has _ been 
elected president of the Detroit Acci- 
dent & Health Assn. Joseph W. Lan- 
don, Continental Casualty, was reelected 
for his fifth term as secretary-treasurer. 

Jack Whiting, general agent, is first 
vice president, and L. Matyn,. Ameri- 
can Agency, second vice president. 

Loy Minghini, Business Men’s Assur- 
ance; Paul Williams, Mutual Benefit 
Health & Accident Assn., Bruce Brown, 
American Hospital-Medical Benefit, and 
B. E. Meyers, Michigan Mutua! Liabil- 
ity were directors. 





PERSONALIZED 
INSTRUCTION 





When you buy your Friden you get more than just a 
Calculator, you’re taught to operate it. Yes, there is a 
Friden Method that fits your every figure work require- 


ment. 


..this Instructional Service, yours for the asking. 


Call your local Friden Representative today and learn: 
how easily and efficiently you too can produce eccurate 
answers to all types of accounting problems. Ask for a’ 
demonstration on a Friden model that suits yous needs. 


Friden Mechanical and Instructional Service is available in approximately 
250 Company Controlled Sales Agencies throughout the United States and Canada. 


FRIDEN CALCULATING MACHINE CO., INC. 


HOME OFFICE AND PLANT + SAN LEANDRO, CALIF, U.S, A.» SALES AND SERVICE THROUGHOUT THE WORLD 
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Hope ls Given for Crosser Act Repeal Now 


(CONTINUED FROM PAGE 1) 





matter reconsidered. 

Some have been taking a defeatist 
attitude on the Crosser bill issue, feeling 
that Congress, having passed the Taft- 
Hartley bill, would not consider passing 
any other legislation that could be 
classified as anti-labor. There are many 
others, however, that will listen to no 
such surrender as that. They say that 
the issue goes far beyond a narrow 
labor question, that the Crosser bill 
benefits menace the entire private insur- 
ance structure, that they do violence to 
the principles of the social security sys- 
tem. 

Now that hearings are to be held, in- 
surance interests are going out in a 
major way to create sentiment in favor 
of the Crosser act repeal. A vast amount 
ef literature is going out to insurance 
people and to the public through various 
organizations. 

Those who have been spcarheading 
the drive have gotten out prototype 
messages and these are being echoed in 


mailings from various sources. 

These messages declare that the fu- 
ture of insurance and insurance people 
is threatened if the Howell bill fails to 
pass and the facts must be gotten before 
every interested person right away. The 
trend to federal monopoly in a substan- 
tial part of the insurance business can 
be reversed, these messages state, only 
if individuals in the insurance business 
consider the task important enough to 
make every effort to accomplish that 
purpose now. 

The messages sfate that through com- 
pulsory health and accident insurance 
for railroad employes, the federalization 
of insurance has begun. It is stated 
that other organized groups will want 
from their employers what the railroad 
employes are getting, and this could 
spread federalization to every branch of 
insurance. 

It is contended in these messages that 
to amend the Crosser bill will reduce 
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With a Bankers Mutual Life contract, 
tailored to your measure. An Agent's 
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the Agent reigns supreme". 
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railroad operating costs by $100 million 
annually, and this will have a beneficial 
effect on freight rates. 

Another point that is copphailinad is 
that providing of cash benefits for non- 
occupational sickness and accident dis- 
ability through an agency of the federal 
government by a wholly employer-paid 
payroll tax, is highly discriminatory leg- 
islation. The unusual benefits it pro- 
vides cannot be restricted to one group 
of workers. Early pressure from other 
powerful organized groups is inevitable, 
aiming at extension of the entire social 
security program to include equal bene- 
fits for all other labor. 

The Howell bill in the house and the 
Hawkes bill in the Senate, S-670 would 
delete the non-occupational sickness and 
accident cash payments and amend the 
railroad unemployment insurance act so 
the payroll tax on railroads would be re- 
duced to a basis similar to that paid by 
other employers under state unemploy- 
ment compensation plans. 


Workers Well Insured 


The point is made that private insur- 
ance companies have done an outstand- 
ing job in the field of accident and 
health protection for railroad employes. 
Such workers are among the most in- 
surance-minded and best insured per- 
sons in the country. Of the 1,350,000 
such workers, 950,000 are already carry- 
ing coverage providing accident and 
sickness benefits. Many of them include 
hospitalization, surgical fees and de- 
pendents coverage. 

Unless the Crosser amendment which 
was to become effective July 1, is re- 
pealed, the messages state that thou- 
sands of insurance agents specializing in 
railroad employe coverage will be forced 
out of business; hundreds of thousands 
of railroad employes wili elect to carry 
less coverage than they now carry; pri- 
vate insurers will lose immediately 
many millions of dollars in annual pre- 
miums; resentment will be aroused in 
the farm and other organized labor 
groups because of this class legislation. 
Increased freight and passenger rates 
will tend to increase costs up and down 
the line; premium taxes on private in- 
surance business will be lost to the indi- 
vidual states. 

For the first time in history, these mes- 
sages declare, the insurance industry 
faces a federal law which takes away a 
part of its business. 


A.L.C. STATEMENT 


A_ written statement of Robert L. 
L. Hogg before the House committee 
has now been released. He declares 
that the 1946 amendments to the rail- 
road retirement act extend still further 
the disparity between the social secur- 
ity benefits available to railroad workers 
and those available to the other workers 
of the country. While some of the new 
survivorship benefits might be desirable 
improvements in coverage if granted un- 
der the auspices of the social security 
act, as they now stand the benefits pro- 
vided are at preferential rates and sub- 
ject to preferential conditions so as to 
constitute class legislation of a most un- 
desirable sort. This is an invitation to 
other special groups to seek their own 
special privileges without regard to the 
national welfare. The ultimate coordi- 
nation between the social security act 
and the railroad retirement act, which is 
highly desirable, has been made much 
more difficult to accomplish on a proper 
basis by the passage of the 1946 amend- 
ments. 

Mr. Hogg stated that nowhere until 
now has there been adopted by law, the 
principle that employers are financially 
responsible for the non-occupational dis- 
abilities among their employes. “The 
ultimate consequences of such a philos- 
ophy strike at the very root of our so- 
cial and economic system.” 

“The life insurance business is di- 
rectly concerned with the philosophy 
underlying the non-occupational benefits 
provided under the 1946 amendments be- 
cause it is a direct entrance by the gov- 
ernment into a field where private cov- 








erage has been broad and successfully 
underwritten. The entrance into this 
particular field, by reason of its very 
nature, even makes it impractical for 
companies to supplement governmental 
coverage in the same way that social se- 
curity benefits are supplemented by pri- 
vate insurance. As to this particular 
field there is in effect an ouster of pri- 
vate insurance. The philosophy is in- 
sidious in that any\argument applicable 
to the field of non-occupational sickness, 
accident benefits for railroad workers 
may be equally applicable to other forms 
of insurance which have been well serv- 
iced by private enterprise. The overall 
issue, therefore, is whether the govern- 
ment will oust from its field of activity, 
a private institution which has rendered 
outstanding | service to the public for 
many years.’ 

Supporters of the Howell bill began 
presentation of their case Wednesday 
morning in a day and a half’s testimony, 
scheduled to be followed by an equal 
iam of time for opponents to tes-- 
ti 

The House subcommittee is headed 
by Rep. Howell of Illinois. The bill’s 
po Moa: Ae claimed a clear majority of 
the subcommittee for the measure. 


Life or Death Matter 


“This is a life or death matter with 
us,” said Russell Matthias, “and we are 
not dead yet. Thousands of letters and 
telegrams in favor of the bill are being 
received by members of congress. We 
hope and expect the bill to pass. If it 
should not happen to become law be- 
fore July 1, when Crosser act benefits 
become effective, there is a saving clause 
that would apply after the bill’s enact- 
ment, which is expected in any event 
before Congress adjourns this summer. 
Under that clause benefits effective 
July 1 would be paid only. up until the 
date the new act goes into effect.” 

Additional witnesses at the last meet- 
ing scheduled for the hearing included: 
R. J. Wetterlund, Washington. National, 
and O. J. Breidenbaugh, executive sec- 
retary National Assn. of Accident & 
Health Underwriters. 

Mr. Dorsett said the Crosser act cre- 
ates a federal monopolistic state fund for 
non-occupational disability and “wheth- 
er applied to workmen’s compensation 
or accident and health’ such a fund 

“does not meet the test of practical ap- 
plication.” 

Private business can do the job, Mr. 
Dorsett said, but the Crosser act will 
cause termination of such business in 
the railroad employes health and acci- 
dent field. That law is unsound in prin- 
ciple, discriminatory, interferes with so- 
cial security and constitutes a precedent 
for .the government operating in the 
health and accident field, he said. 

The opening of the hearing Wednes- 
day was delayed for an hour by an exec- 
utive session of the full interstate com- 
mittee. Its chairman, Wolverton, sat 
with the sub-committee as ex-officio 
member. First witness was A. R. Find- 
ley, Chicago, opposing the bill in be- 
half of Illinois retailers, dry ‘goods in- 
terests and U. S. Chamber of -Com- 
merce social security committee. 

Mr. Dorsett followed as spokesman 
for the Assn. of Casualty & Surety 
Companies, National Assn. of Insurance 
Agents, American Mutual Alliance, In- 
dustrial Insurers Conference, Insurance 
Economics Society, H. & A. Underwrit- 
ers Conference. 

Edward D. Brown gave a detailed dis- 
cussion from an actuarial standpoint in 
behalf of the insurance industry, along 
the line of his statement filed with the 
committee some time ago. 





Alexander Succeeds Lloyd 


John B. Alexander, with Hartford Ac- 
cident at San Francisco, has been named 
to succeed Cecil C. Lloyd as chief as- 
sistant insurance commissioner of Cali- 
fornia. When Mr. Lloyd was appointed 
to assume supervision over workmen’s 
compensation problems in the depart- 
ment three years ago, Mr. Alexander 
succeeded him at the San Francisco 
office of Hartford. 
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Detroit Report on 
Compensation 


(CONTINUED FROM PAGE 6) 
pleasant and lasting contractual rela- 
ns. 

ean its study of many representa- 
tive pension plans, the Detroiters report 
the plans vary greatly. Few are non- 
contributory. Most are those where the 
agent and company contribute on a 
matched basis, which purchases an an- 
nuity in that particular year. Practi- 
cally all of the plans are of the money- 
purchase type as against the unit pur- 
chase type usually found in industry. 
For this reason, the agent generally 
finds it difficult to determine with any 
reasonable degree, the amount of the 
annuity he will receive. 


Find Pensions Inadequate 


In general, they found that the pres- 
ent plans are inadequate and in most 
cases the provisions for past service are 
pitifully small and too often based on 
restricting qualifications. There are 
cases Where service fees and even re- 
newals have been calculated and shown 
as part of pension income. The com- 
mittee opined they should be separate 
and in addition to the pension plan. 
They maintain the agent should have a 
liberal pension plan and if he leaves the 
company he should possess the vested 
right to company contribution. : 

The Detroit committee states, “We 
repeat that we heartily believe in an 
agent making a career of life underwrit- 
ing on a professional basis. We agree that 
it is in the interest of the agent and the 
company for an agent to make his 
career with one company, provided, 
however, that his contract is fair and 
equitable; that he is properly compen- 
sated for service work; that he has a 
fair pension plan, and that the company 
and its general agents or managers do 
a satisfactory job of assisting him to 
make a success; that they recognize 
their obligation to do so. It must be 
recognized, however, that he may desire 
to terminate his contract for a better 
opportunity as a supervisor, general 
agent, etc., or because of lack of co- 
operation or differences of a personal or 
business nature with the general agent 
or manager.” 

The committee’s main contention is 
that no company should virtually com- 
pel an agent to stay with them through 
a contract that provides loss of non- 
vested renewals, loss of service fees, 
loss of pension rights and the imposi- 
tion of an excessive collection fee if he 
terminates. 





Knudsen to Hawkeye Group 


DES MOINES — Ralph Knudsen, 
first deputy commissioner of Iowa, has 
resigned to become comptroller and au- 
ditor of the Hawkeye group, which 
includes Hawkeye Casualty, Security 
Fire of Davenport and Hawkeye Corp., 
management company of Hamilton Fire 





The undersigned, an established 
Mortgage Lending Company, with 
capital funds in excess of $560,000.00, 
of many years experience in the 
business, and an approved FHA 
Mortgagee, is open for representa- 
tion as Loan Correspondent of a 
Life Company with substantial 
sums to invest. 


If further references are in order, 
can submit the best. 


With a competitive set-up, a sub- 


stantial volume of business can be 
anticipated. 


ARTHUR FELS BOND & 
MORTGAGE COMPANY 


Kansas City 6, Missouri 











and Industrial Fire: 

He served as chief deputy since Com- 
missioner Fischer took office in 1939 
and previously was with Mr. Fischer 
when he served as Iowa securities com- 
missioner, 


Em ploye Concept 
Greatly Broadened 


The U. S. Supreme Court this week 
gave a decision on two cases which 
some believe will have a considerable 
bearing on the status of life agents un- 
der social security old age and survivors 
benefits and unemployment insurance. 
One case, U. S. vs. Silk Coal Co., in- 
volved truck drivers and coal shovelers 
operating as independent contractors. 
The other, Harrison vs. Greyvan Lines, 
Inc., involved truck drivers. 

In both cases the drivers owned the 
trucks, The coal shovelers owned no 
equipment except their shovels. In these 
cases the Supreme Court established for 
the first time a very broad definition 
of “employe” for social security pur- 
poses, following the definition laid down 
in its decision in the Hearst publica- 
tions case in 1944, which involved news- 
boys’ right to organize under the labor 
relations law. As in that case, the court 
held this week that the common law 
definition of employe is too narraw, that 
the proper test is the objective of the 
legislation, which is to cover as many 
people as possible. : 

Since the Hearst decision life com- 
panies have wondered about the effect 
on their agents. One company, Acacia 
Mutual, shortly afterward put all its 
agents under employe status but most 
have continued to apply the common- 
law definition of employe, which would 
exclude agents compensated by com- 
mission. 





Griffin New President 
of Boston Association 


BOSTON—Joseph D. Griffin, Metro- 
politan Life, Somerville, was elected 
president of the Boston Life Under- 
writers Assn. at its anuual meeting. 

President George Willard Smith of 
New England Mutual Life spoke on 
“Life Insurance Looks Ahead”. 

The vice-presidents are James F. 
Dwinnell, Jr., Travelers, and Richard 
F. Wagner, Connecticut General; sec- 
retary-treasurer, Albert E. Richardson, 
Jr., New England Mutual; directors, N. 
F. Bissell, New York Life; L. G. Clog- 
ston, Connecticut Mutual; W. W. Cut- 
ler, Jr., Equitable Society; T. L. Fowler, 
Union Central; J. F. Guinan, Prudential 
(Malden); H. E. Hall, John Hancock 
(Hyde Park); J. E. Hollyday, Penn 
Mutual; J. A. LaTulippe, Metropolitan 
(Dorchester); W. L. Momsen, North- 
western Mutual; R. E. Morrison, State 
Mutual; Mitchell M. Rosser, Phoenix 
so gl Donald Shepherd, John Han- 
cock, 





Seek Independent Status 
for Alabama Department 


A bill has been introduced in the 
Alabama legislature which would take 
the insurance department out of the 
commerce department and set it up in- 
dependently under a superintendent. The 
effect would be to restore the system 
of supervision which Alabama had for 35 
years before it was made a subordinate 
factor in the so-called streamlining of 
the state government in the administra- 
tion of Governor Dixon. 

Alabama agents for several years have 
hoped the supervision might be restored 
to its original status. The business has 
grown to large proportions, with more 
than 600 insurers licensed and over 2,000 
local agents. 





Augusta—New president of the Life 
Underwriters Assn. is John J. Farrell; 
vice-president Adrain S. Morris; secre- 
tary, J. D. Hall. 






... today, as always, is friendly, effi- 
cient SERVICE. 

It’s true. . . we’re not as large as many 
... yet can you judge on size alone? 

We honestly strive to measure our stake 
in the kind of a job we do. And biggest 
and best . . . molding profits plus .. . 
are our gains in friendly service. 

Thanks to our Field Force, gains have 
become a Union Mutual custom! 


U MUTUAL 


PORTLAND MAINE HOME OFFICE 


Rolland E. Irish, President 
Harland L. Knight, Agency ViceePresident 
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Royal League Meeting Plans 


Royal League of Chicago held its 
quadrennial convention June 17-19 in 
St. Louis. Fred A. Johnson, head of 
the society, and C. J. Del Vecchio, 
secretary, were on hand. Drill teams 
were put through their paces and there 
was an elaborate entertainment pro- 
gram. 


FEMININE WISDOM 
IN 28 WORDS 


Women are constantly being 
accused of being on the talka- 
tive side. Be that as it may — 
one woman, a member of Royal 
Neighbors of America, was 
brevity personified when she re- 
quired only 28 words to express 
the following bit of wisdom: 





“I value my membership in 
Royal Neighbors of America 
because of the lessons it teaches, 
the protection it offers, and the 
social benefits which are derived 
from it.” 


Yes, this sums up the service 
of Royal Neighbors of America. 
But the story of its neighborly 
principles, the suffering allevi- 
ated by its whole family life in- 
surance and the fellowship of 
its 5,528 lodge rooms—a story 
that is 52 years old — would 
require volumes to tell. 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILL. 








Claims Paid 
Since 
Organization 


$50,893,078 


SUPREME FOREST 
WOODMEN CIRCLE 








% 
% 
LEAGUE 






SECURITY - 
4 member of the National Fraternat 


Congress 
819 W. Jackson Blvd., Chicago 


PROTECTION + GOOD FELLOWSHIP 











THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 

4 Legal Reserve Fraternal Benefit Society 

Bina West Miller Frances D. Partridge 








FRATERNALS 





Fraternal Compend 
Digest Is Off 
the Press 


Providing up-to-date facts and figures 
concerning all of the important frater- 
nal beneficiary societies in the United 
State and Canada, the new 1947 Frater- 
nal Compend Digest is just off the Na- 
tional Underwriter Co. press. In_ this 
annual reference book on fraternal in- 
surance, the exhibits of each society are 
designed to show its financial and actu- 
arial condition, the cost of insurance to 
members admitted at the present time, 
and the essential features of the con- 
tracts now being issued, with a brief 
history of the society’s readjustment, if 
any, and its mergers, reinsurance, etc. 
Also included is a geographical index 
showing the societies licensed in each 
state with their membership therein. 
Special sections show the insurance in 
force of each society on the various val- 
uation bases, and a number of other 
useful tables and summaries. A special 
table ranks the societies by insurance 
in force and shows assets and num- 
ber of members, The Fraternal Compend 
Digest sells singly at $2.50 a copy and 
may be obtained from the National Un- 
derwriter Co. at 420 East Fourth, Cin- 
cinnati, or any National Underwriter 
office, 


Milwaukee Congress Elects 


MILWAUKEE—Pearl Bohm, Royal 
Neighbors, has been elected president of 
the Milwaukee Fraternal Congress. 
Other officers named are: Frank Kling- 
beil, Jr, B. P. O. E., vice-president; 
Emil Spranger, Modern Woodmen, im- 
mediate past president; Lillian Sharen, 
Degree of Honor, treasurer; Lillian 
Eicholz, recording secretary, and Milada 
Belohlavek, corresponding secretary, 
both of Western Bohemian Fraternal; 
Daisy Schoonmaker, Spanish War Vet- 
erans, chaplain, and Louis Mueller, Or- 
der of Moose, sergeant-at-arms. 


May Gain Exceeds 13% 


May new life business of Lutheran 
Brotherhood totaled $3,720,716 adult, a 
gain of $434,858 over May, 1946, and 
$150,400 juvenile. Issued adult business 
for the first five months was $16,463,933, 
increase $2,284,577. The Oregon agency 
of William Schoeler led in May with 
$222,000 and the Levi Jesperson agency 
of Minnesota for the five months with 
$848,823. R. J. Falck of Northfield, 
Minn., led the Quarter Million Club 
with $300,000. 





Meet on Coast in 1948 


Woman’s Benefit of Port Huron, 
Mich., will hold a mid-term convention 
in July, 1948, at San Francisco. Dele- 
gates will attend from the U. S. and 
Canada. The program will run from 
July 12-15, and will include a floral 
pageant, winners’ banquet and luncheon 
meeting of the National Girls Club. 

Mrs. Julia G. Foley, deputy su- 
preme field director for California, will 
be state hostess and Mrs. Bina West 
Miller, national president, will preside. 


Dinner for Commissioner 


The Maryland & District of Columbia 
Fraternal Congress tendered a dinner 
last week at Baltimore to Commissioner 
Claude A. Hanley, who recently was ap- 
pointed. The 1948 annual meeting will 
be held April 15-16 at Baltimore. 


Meet in Buffalo June 23-25 


Protected Home Circle’s biennial con- 
vention will be held in Hotel Statler, 
Buffalo, June 23-25, with President S. H. 
Hadley presiding. The banquet will be 
held Wednesday evening, followed by 
the inner circle ceremonial. 





CL U. 


Hinkle Is D. C. Speaker 


Ronald D. Hinkle, Equitable Society, 
Chicago, president of the American So- 
ciety, was speaker at the summer outing 
and dinner of the District of Columbia 
C.L.U. chapter, June 13. He outlined 
the activities of chapters throughout the 
country, and of plans to improve the 
service of the society to members. 

‘Charles W. O’Donnell, president, 
presided and introduced several pro- 
minent guests. Among them were: Wil- 
liam B. Rumple, president of the D. C. 
Assn. of Life Underwriters; J. P. 
Stumpf, president D. C. Life General 
Agents & Managers Assn. and Lester 

Lawrence, president D. C. Life 
Trust Council. 


Celebrate C.L.U. Anniversary 


CINCINNATI — The 20th anniver- 
sary of C.L.U. was observed here with 
a luncheon at which Paul Speicher, 
R & R Service, was speaker. 

C. Vivian Anderson, Provident Mu- 
tual, first president of both the Ameri- 
can Society and the Cincinnati chapter, 
pointed out that the designation was 
not the end, but only the beginning, of 
the development of C.L.U. E. F. Pierle, 
Provident Mutual, was tendered a desk 
lamp for his services to the chapter by 
Gerald Isphording, production manager 
Connecticut Mutual, president. B. O. 
Stoner, manager Connecticut General, 
was toastmaster. 





2,500 Take C.L.U. Exams 


The current series of C.L.U. exam- 
inations was given at 121 educational 
institutions and taken by 2,500 candi- 
dates in 43 states, District of Columbia, 
Hawaii and Canada. 


Elect Lynn President of 
Kansas City C.L.U. 


_ The Kansas City C.L.U. chapter a 
its annual meeting elected the following 
officers: President, Arthur D. Lyng, 


general agent Massachusetts Mutual; 





ARTHUR D. LYNN 


vice-president, James E. Amick, broker; 
secretary-treasurer, Ernest C. Hodder, 
assistant manager, Equitable Society, 
The retiring president is J. W. Sayler, 
vice-president Business Men’s Assur- 
ance, 








The Minneapolis Life Agency Cash. 
iers Assn. at its June meeting heard a 
speaker from “Alcoholics Anonymous,” 
Members voted to continue meetings 
throughout the summer. 
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this summer. 


Palacios, Texas, August 4-9, 


THOUSANDS TO ATTEND 
UNIFORM RANK CAMPS 


Five thousand members of the Woodmen Society’s semi-military 
Uniform Rank are invited to attend five district encampments 


These camps, offering some 270 drill teams a week of training, 
sports and recreation, will be held at Camp Couchdale, Ark., 
July 7-12; Camp Tuthill, Ariz., July 14-19; Camp Light, O., 
July 21-26; Camp Toccoa, Ga., July 28-August 2, and Camp 


WOODMEN OF THE WORLD 


Life Insurance Society 
OMAHA, NEBRASKA 














bills. 





THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 
ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other monthly 
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LEGAL RESERVE FRATERNAL INSTITUTION 
Organized in 1898 
Forty-Seven Years S. cacaail and Fraternal Service 
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Many Sales Ideas at Mass. Mutual Parley 


(CONTINUED FROM PAGE 1) 









llowin oie 

Lynnjincreasing interest on the part of corpo- 
Autual|rations and executives in a form of de- 
‘ferred compensation. There is an ave- 
nue for the sale of insurance to be owned 
by a corporation, through which the cor- 
poration would be in receipt of funds to 
carry out its obligations under such a 
contract. A plan of this type requires 
careful study so that it may be properly 
set up and not subject the executive to 
the potential hazards of heavy income 
tax at retirement as in cases where cor- 
porations have purchased a form of an- 
nuity for executives at the time of their 
retirement. 


Millionaire Tells Methods 


Richard E. Evans, Los Angeles, who 
with no previous experience, sold over $1 
million of insurance in 1946, stated that 
certain elements multiplied together 
equal success and these are sales efh- 
ciency, time, market, and competition. 
Sales efficiency is determined by the 
amount of the agent’s knowledge, a 
framework that must be sound, but can 
be solidly filled in as time goes on; the 
extent of his experience which is de- 
pendent on time; and the effectiveness of 
his personality. 

The time element is dependent on the 
number of times the agent exposes him- 
self to business. How he arranges his 
roker;| schedule to get the most out of every 
odder,}day is important. Since he is working 
ociety,|for himself, how much he accomplishes 
Sayler,| will be a result of how he plans his time. 
Assut-|Lacking the will to get out among pros- 
pects, Mr. Evans said, he most certainly 
will not succeed. 

The market for each agent may be 
different. The first consideration is in 
nous,” | the number of people approachable by 
etings| the individual agent. If a group can be 

8 found who have not, for some reason 
been buying life insurance for the past 
several years, opportunities for making 
sales will be greater than they would be 
if just a general cross section group 
were canvassed. 

An agent who finds his success is fall- 
ing off would do well to consult the for- 
mula in determining his point of weak- 
ness. Appraisal may reveal that he is 
no longer searching for new methods 

with the result that his sales efficiency 
has declined; perhaps he is not spending 
) enough organized time, or he may not 
, be exposing himself to the right market. 

Competition can nullify the market, so 
competition must be reduced or elimi- 
nated. A good method is to increase 
efficiency over the competitor. He rec- 
Jommended use of the audit and of vis- 
wal sales aids. He told how the engi- 
neer’s slide rule can be used effectively 
in computing the income power of prin- 
cipal sums and in determining other 
mathematical results, particularly an- 
swers to the prospect’s questions. Be- 
tween the closing of the application and 
___|lithe delivery of the policy, Mr. Evans 
advised the use of clincher letters which 
=e jassure the client that he has acted wisely 
in applying for the insurance. 


PROFITABLE MARKETS 


A panel the second morning covered 
“Today’s Profitable Markets.” Led by 
~ Mrs. Romola D, Hardy, Greensboro, 
N. C., the panel included Leonard R. 
g ||WVoods, St. Louis, who declared that 
one of the largest markets available is 
/ the juvenile field including those up to 
Hage 25. At the present time the parent 
H's becoming a real believer in juvenile 
Insurance. The American family has 
thanged its concept of investment, and 
WS now making investment in its chil- 
Ee he said. 
| The tremendous increase in the num- 
ber of family units, the unprecedented 
birth rate, and high living costs, coming 
at the same time, have multiplied the 
market for family protection, said Mau- 
rice T. Paine, Chicago. The growth in 
he amount of life insurance per family 
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for protection. 

There are untold thousands of pros- 
pects who know that they need addi- 
tional life insurance for the security of 
their families, but who cannot afford a 
large premium increase. Such cases, he 
said, should be covered by plans includ- 
ing a convertible term element, afford- 
ing maximum protection when needed 
most. 

Max Slater, Boston, demonstrated two 
cases to show techniques that lead to 
profitable markets. The markets come, 
he said, from rendering complete and 
thoughtful service, always to the best in- 
terest of the policyholder and his family 
or business, helping him to discover real 
needs which may differ from what he 
had thought them to be. He advised 
the agent to put himself in the client’s 
place. If he would buy the program 
offered, he has made 90% of the sale. 

Public opinion expects progressive 
business management to provide em- 
ploye retirement systems, Robert J. 
Ardison, agency assistant, asserted. The 
majority of pension plans established in 
the last few years are funded by life in- 
surance contracts and very likely will 
continue to be so funded. 


Sizes Up Market 


Every career underwriter, he advised, 
should be aware of the present and po- 
tential market. The best markets for 
the individual policy pension trust plan 
would appear to be those corporations 
employing 100 people or less, or larger 
corporations where only certain classifi- 
cations, such as the salaried personnel, 
the salaried and clerical personnel, or 
the personnel whose salaries exceed a 
certain amount are to be _ included. 
Agents will find prospects in corpora- 
tions where they have written either per- 
sonal or business insurance on the offic- 
ers, or where they may have installed 
some other form of the employe benefit 
plan. Two other sources of leads are 
attorneys and bank officers. 

The cardinal rule to remember, he 
said, is that the pension trust plan can 
be sold only to a corporation officer, us- 
ually the president, with authority to 
act. 

The agent must be able to uncover the 
employer’s needs and convince him of 
the soundness of the plan as a business 
investment. The employer already has 
a pension plan: social security, to which 
he and the employes are contributing. 
But the employe must quit work to qual- 
ify for the old age benefits which, in 


most cases, do not provide adequately 
for retirement. Thus, if the employe re- 
mains on the payroll, both his and the 
employer’s contribution to social secur- 
ity are sacrificed. 

Social security plus a pension trust as- 
sures adequate retirement income and 
increases employe efficiency, Mr. Ardi- 
son said. The plan will remove overage 
employes from the payroll, reduce costly 
labor turnover, encourage cooperation in 
training, and keep the lines of promotion 
open. 

The cardinal principle of who should 
be included in the plan to select per- 


Add to Restoration 


An additional restoration of benefits 
under non-can A. & H.-policies has been 
authorized by Pacific Mutual effective 
June 30. It amounts to 4% and in- 
creases the total restoration to 24%. 
Thus payments now range from 39.2% 
on policies on which Pacific Mutual as- 
sumed 20% of the original benefit to 
92.4% where 90% had been assumed. 
The latest restoration will cost Pacific 
Mutual $1,125,444. 





Who Writes What? tells you instantly, 
who will write what you want! 








“Inquisitive Little Fellow” 


He’s an inquisitive little fellow. We are speaking of the boy 
as well as the squirrel. It’s only natural that little boys and 
little girls show a lot of curiosity and a lot of activity. This 
is all a part of growing up. 


Young, healthy, growing children are active. Sometimes 
mother and dad may think they are too active. Because 
accidents do happen to active children, parents are definitely 
interested in two new Fidelity contract riders. We now offer 
dismemberment and fracture benefits and double indemnity 
benefits on both boys and girls, ages 5 and up. 


Our representatives are busy selling these two new features, 
plus payor benefits written from birth, on a wide range of 
juvenile plans . . . another indication that Fidelity is 
moving forward. 


FIDELITY LIFE ASSOCIATION 


FULTON, ILLINOIS 
* 51st Year of Distinguished Life Insurance Service * 














as not kept pace with the growing need 











A little toy soldier still stands 
in baby’s dust-covered chair. 


Patiently waiting the touch of little 
hands that tenderly placed him there. 


Memories in Miniature 


Happiness and financial security of your family 
depends upon an adequate monthly income. 
You should leave them a sufficient part of your 
wage or salary. The Maccabees Income Plan 
will assure them of life’s necessities and a few 
of the comforts which you want them to enjoy. 


Desirable territory open and highly profitable 
connections offered to capable representatives. 


a MACCABEES 


LEGAL RESERVE INSURANCE 
5057 WOODWARD AVENUE DETROIT 2, MICHIGAN 
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||| AcTUARIES 


CALIFORNIA 














Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


60 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 





——— 





ILLINOIS 








DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
188 W. Randolph St., Chicago 1, HL 
Tel. State 1336 














WALTER C. GREEN 


Consulting Actuary 
211 W. Wacker Drive 
Chicago 
Franklin 2633 














HARRY S. TRESSEL 


Certified Public Accountant and 


Actuary 
10 S. La Salle St., Chicago 3, IIl. 
Associates 
Franklin 4020 











INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis — Omaha 














HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio Street 
INDIANAPOLIS, INDIANA 














MICHIGAN 








NELSON, SCHLEH & 


BORCHARDT 
Consulting Actuaries, Auditors and 
Accountants 
911 Kales Building, 76 W. Adams 
Detroit 26, Michigan 








NEW YORK 








Established in 1865 by David Parkes Fackler 
FACKLER & COMPANY 
Consulting Actuaries 


6 Weet 40th Street New York 














Consulting Actuaries 
Auditors and Accountants 


Welfe, Corcoran and Linder 
116 John Street, New York, N. Y. 














PENNSYLVANIA 














FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
Associate 
E. P. Higgins 


THE BOURSE PHILADELPHIA 

















manent employes. Usually the pension 
is based on a percentage of the basic 
salary, and if commission personel are 
to be included, commissions are usu- 
ally averaged for a period of three or 
, five years to arrive at a compensation 
figure. 

Some employers feel that the em- 
ployes’ should contribute to the plan, 
while others prefer to pay the entire 
cost. The agent should advise that in 
the usual case not over 3% of compen- 
sation should be contributed by the em- 
ploye. 


Payroll Allotment on Increase 


Life insurance sales through payroll 
allotment plans will increase as_ the 
postwar period advances, William B. 
Ferguson, home office agency depart- 
ment staff member, told the group at the 
Wednesday afternoon session. He out- 
lined the modernized personal security 
plan sales helps being announced for 
field use by Massachusetts Mutual. 

“Selling Business Insurance” was the 
topic Wednesday morning. A panel of 
three underwriters, presided over by 
John M. Hammer of Jacksonville, Fla., 
showed how business insurance is really 
the application of standard forms of 
life insurance to business needs. Allen 
B. Coffman, Philadelphia, spoke on ideas 
that produce business insurance. In 
selling business insurance, it is necessary 
for a business to determine the value of 
a man to the organization. To produce 
business insurance, the agent must con- 
stantly think of the concern’s needs. 

Some agents develop cases through 
solicitation of personal business on the 
lives of corporation officers, while others 
use the direct approach, which often 
develops business insurance and personal 
insurance at the same time. A plan for 
disposing of a stock interest, for ex- 
ample, presents opportunities for plan- 
ning the estate of all the owners. 

Discussing sources of prospects he 
said, “Discover a’ man whose death 
would seem a financial loss to his busi- 
ness.” Bankers and credit men are good 
centers of influence, but he warned that 
lack of ideas had probably lost more 
clients than lack of prospects. 

George M. Galt, Springfield, Mass., 
spoke on key man insurance. Business 
life insurance is a necessity, he said, for 
almost any corporation is faced with 
the impending problems which arise 
from the necessity of transferring or 
liquidating a deceased owner’s interest 
in the business, and from losing the 
services and specialized ability of a key 
man. Most companies realize that it is 
not so much the physical assets that 
make for the growth and success of a 
business as it is the men whose brain- 
power makes profits possible. 


T. Loahl O’Brien, Washington, con- 
sidered selling procedures. He treated 
three aspects: “Who,” “how,” and 
“when.” 


He stressed that it is vital to a part- 
nership, to talk with both partners. One 
will not be able to decide for both; he 
will discuss any proposition with his 
associate, and the proposition may suffer. 
If the agent is trying to sell two or 

more men on a joint proposition, he 
must talk to them jointly. 


Group Field Unlimited 


The field for group coverage is prac- 
tically unlimited, Frank A. Concerton, 
group regional supervisor, said. The fact 
that the average life of American busi- 
ness concerns is only five years, is more 
than balanced by the new businesses 
that start each year. Men break away 
from older firms to go into business 
for themselves. New inventions and 
new uses for old products constantly 
increase the prospect list. 

He stressed the inadvisability of ap- 
proaching firms with group contracts 
already in force with other companies. 
Most of them are not willing to give 
up their established plans, particularly 
when to do so is usually at their ex- 
pense. His definition of a group pros- 
pect is any framores with 10 or more 
employes who does not have a similar 
group contract in force. Group insur- 


ance is a specialty and time will be 
wasted calling on ‘prospects’ 


who do 


en! qualify. 

To find prospects it is a good plan 
for the agent to search his own ordi- 
nary business policyholder files first. 
These are the people the agent knows 
best. They work for their living and 
usually all have some business or in- 
dustrial firm connection. Basic informa- 
tion can be obtained from them, and a 
list of prospects formed. 

All agents are specialists when in the 
process of making a sale, and when an 
ordinary sale is made, they do not 
think of group insurance... Yet the em- 
ployer may want group coverage; but 
because it is never mentioned, he may 
feel the agent has no interest or knowl- 
edge of that particular plan. 

It is a good idea for the agent to 
check up on entire policyholder files, 
he said, for the man who was a truck- 
driver 10 years ago may now be presi- 
dent of a motor freight line. Competitors 
of firms where group plans have been 
sold are good prospects. “Every industry 
is more or less clannish and each firm 
is keenly interested in what their com- 
petitors are doing. I once sold a case 
because the prospect so disliked one of 
his competitors who was one of our 
group policyholders that he couldn’t bear 
to have him provide anything for his 
employes beyond what he was already 
doing for his own,” he remarked. 

Canvassing all business firms in the 
agent’s community is an important step 
in prospecting. The published financial 
statements of firms are also. a good 
guide to their possible readiness to 
spend money for employment plans. 
Many lines of business have their own 
trade journals which are a_ splendid 
source of prospect information, he said. 

The best group business for the aver- 
age field man lies within the field of 
firms employing from 25 to 250 em- 
ployes, he stated. This is the class of 
business ranging from the sole pro- 
prietor to the corporation, but nearly 
always with the active head of the busi- 
ness on the job and available at the 
place of business. This is also the class 
of business where you can obtain direct 
answers quickly, and approval of group 
plans does not become mired in the 
ramification of echelons of management. 

In buying group insurance, it is ad- 
visable for the employer to exercise his 
authority and leadership, and not wait 
for the union to take the first step. If 
the union does, it is likely to dictate 
the terms, even to the choice of agent 
and insurance company. The employer 
should negotiate for the plan and pre- 
sent it to his employes. But, “a well- 
rounded group plan is designed to re- 
lieve employes of financial shock and 
is not designed as a cure-all to relieve 


flat feet.’ Thomas S. Cudmore, Los 
Angeles regional group manager, as- 
serted. 


Employers are very conscious of the 
hourly wage rate and in breaking down 
the cost to a per hour basis, the em- 
ployer is given a concrete example of 
the very low cost he would have in in- 
stalling an employe welfare program. 
Get the employer to realize it is his job 


$390 to *6°° single 


1000 Rooms —1000 Baths 
WHERE YOUR COMFORT COMES FIRST 


Here at the Prince George guests enjoy the homey luxury 
and genuine comforts seldom found in other New York 

1,000 spacious, tastefully furnished rooms, all with 
Five famous restaurants and a cafeteria. Quiet, yet 
within 3 minutes of the shop ping district. Low rates make 
the Prince George New York’s most outstanding hotel value. 
Write for booklet NUL. 





hctels. 
bath. 





at 14 East 28th Street 


Jr. 


Charles F. 


Single room with bath from $3.00 
Double room with bath from $5.00 


Prince George Hotel 


Rogers, 


to be accepted by his employes as the 
authority and leader, he concluded. | 
the employer doesn’t do this volun. 
tarily, sooner or later he is going to be 
compelled to do it, either by a group of 
employes or as a result of legislation, 

There are no better citizens with , 
deeper stake in democracy than the 
field representatives of life insurance, 
Chester O. Fischer, vice- -president, said 
at the closing session. He analyzed the 
role insurance agents must play in pre. 
serving democracy. No group, he said, 
is in a more strategic position than the 
field men. 





1% Freeze Is Unopposed 


WASHINGTON — Little opposition 
is expected to the bill unanimously ree. 
ommended by the House ways ané 
means committee providing for freezing 
the old age and survivors insurance tax 
rate at 1% each on employers and em. 
ployes through 1949. The measure pro- 
vides for an OASI tax rate of 1%% for 
the years 1950 to 1956, inclusive, and 2% 
beginning in 1957. 


G. Washington A. C. Rally 


George Washington Life held its 
agency convention at Atlantic City this 
week. At the business program Monday, 
President Lee Warren James made an 
address. The banquet was held Tuesday 
and the honor guests were the officers 
and members of Club 13—Lee Caswell, 
president; Houston L. Mosley, 1st vice- 
president; and Marvin L. Crowder, 2nd 
vice-president. 


Field Agents Organize 

Pacific Mutual Field Agents Assn. 
was organized recently at a meeting at 
St. Louis and, according to Louis W, 
Brant, Indianapolis, chairman public re- 
lations chairman, it is the first time 
agents of a company have gathered of 
their own volition and independently of 
home office or general agents, to form 
their own association. 

Charles F. Linder is president and 
R. Earl Denman vice-president. 


New London School Opens 


“You will find that you can measure 
your success in later years by the skill 
in selling that you develop at this school 
and through experience,’ Charles J. 
Zimmerman, director of institutional re- 
lations, Life Insurance Agency Man- 
agement Assn., told students on_ the 
opening day of the marketing school at 
the University of Connecticut, New 
London branch. He was one of several 
speakers on hand to welcome the stt 
dents. 

C. L. McPherson, 
the T.C.U. course, is director of the 
Connecticut University school. Brice 
McEuen, former education director 
State Reserve Life, is assistant director. 
They will be joined later by Daniel P. 
Cahill, assistant director at T.C.U. A 
second basic class will begin Sept. § 
and a third on Nov. 17. 
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Announcing / 


Another Miracle Sales 
Maker! 


* 


Che “4th” in the Phenomenally 
yous TORSHIP 7 Successful Series of Illustrated 

SOLE pROPRIE Soliciting Brochures to Help 

You Sell Business Insurance 


by 
H. P. GRAVENGAARD 


Actual Size 8/2 by 11 


OVER 150,000 GRAVENGAARD BUSINESS INSURANCE BOOKS AND BROCHURES ALREADY SOLD 


Leading Companies and Agencies Everywhere Now. Use The Gravengaard 
Text Books and Soliciting Brochures as Standard Training and Sales Material 


NEW AND STRIKING PICTURES ILLUSTRATE EACH ESSENTIAL POINT 


Comment by Leading Producer: “It's The Best And Most Effective 
Sole Proprietorship Insurance Sales Aid I’ve Ever Seen.” 


Its 
Uses: 1. A powerful help for a sales interview. 5. A basic outline for Agency meetings and clinics. 
2. A pre-approach mailing piece. 6. An attractive, prestige-building gift to Trust 
3. A gift or loan to a prospect to prepare Officers, Attorneys and Accountants. 
for, or supplement, an interview. 7. An easy and effective method for Companies 
4. A ready-reference section for your and Agencies to introduce the subject of “Sole 
sales kit. Proprietorship Insurance to Agents. 


This Powerful Sales-Maker Will Help You Make More Money! 


Other Brochures in This Series: “How to Preserve Your Partnership,” “How to Preserve Your Close Corporation,” 
and “How to Offset the Loss of aKey Man” 


COMBINE YOUR ORDERS FOR THESE 4 SALES-MAKERS 


ST. oe $1.00 10 copies, each.......... $0.75 50 copies, each......... $0.65 500 copies, each....... .$0.55 
5 copies, each........... .80 25 Copies, Cath... osc. 5c. .70 100 copies, each......... .60 1000 copies, each........ .50 
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The File on the Man in the Tenth Row 


Yes, selling life insurance provides more than a 


You CAN’T SEE that man in the tenth row... but he’s 
very much a part of this picture. True, he doesn’t 
have a son in this year’s graduating class. But as he 
sits there among all the proud parents, this man in 
the tenth row—this Equitable Society Representative 
—has good reason to feel proud too. Proud because 
19 years ago he helped Fred Baldwin set up an Edu- 
cational Endowment for the boy who is graduating 
with honors today. 

As things turned out, without that Endowment 
Policy, Fred’s son wouldn’t be graduating today. 





Hear the official broadcast of the 
Federal Bureau of Investigation. 


TUNE IN ON “THIS IS YOUR FBI!” 
American Broadcasting Company 
EVERY FRIDAY NIGHT 











THOMAS I. PARKINSON, 


livelihood—it’s a good way of life—one that benefits 
the entire community. Educating, the good citizens 
of tomorrow—safeguarding homes—dignifying old 
age—bringing greater peace of mind to families 
everywhere —the Equitable Representative does a 
day’s work that is a source of daily satisfaction. 
He can be proud of the respect that is his as a 
member of a highly regarded profession... and of the 
prestige he enjoys as a representative of an institu- 


tion like The Equitable Society. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


President +393 Seventh Avenue, New York I, N.Y. 








